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An Outing in the 
Adirondacks 


On the shores of lovely Lake 
Saranac, in the Adirondacks of 
northern New York State, a su- 
perb vacation site awaits the 
coming of the Hundred Thou- 
sand Club of the Peoria Life. 
From the far west Pacific coast, 
from the banks of the Rio 
Grande, from the Mississippi 
valley, Peoria Life agents will 
gather to celebrate the fifteenth 
annual outing of the Club. 


In the invigorating atmos- 
phere of the Adirondacks, sur- 
rounded by a charming prospect 
of mountain, forest, and stream, 
there will be opportunity for 





Peoria Life 
Insurance Company 


Peoria, [llinois 


every favored pastime: bathing, 
riding, hiking, boating, tennis, 
fishing, and golf. Peoria Life 
agents who have learned by ex- 
perience to expect the finest will 
find the Adirondacks outing fully 
up to the standard of its pred- 
ecessors. 


Strict requirements for admis- 
sion to the Hundred Thousand 
Club, not only for volume of 
production but also including 
high professional qualifications 
and service to policyholders, 
make membership a genuine 
honor. This Club, as well as 
the Two Hundred Thousand 
Club, Quarter Million Club, and 
a lively program of contests, 
stimulate Peoria Life agents to 
their greatest effectiveness. 
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Ide Low, President of this Company, said: 


“I am ambitious that this Com- 
pany shall not only give to its 
policyholders the ultimate in 
life insurance service, but that 
it shall be a good Company to 
work for. I want it to offer to 
the men and women associated 
with it the widest scope for the 
exercise and development of 
their abilities and the oppor- 
tunity to go just as far as those 
abilities and their ambition will 


carry them.” 


On Agency matters address: 


James A. Fulton 
Supt. of Agents 


HOME LIFE INSURANCE COMPANY 
256 BROADWAY, NEW YORK CITY 








THE HOME LIFE 


A Company of Opportunities 


In a recent letter to the Agency Force, Ethelbert 
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HARRY L. SEAY, President 











ONE HUNDRED MILLION 


Insurance in Force 


THE COLUMBUS MUTUAL 


expects to reach this goal of all young companies early in 
August. 


The Company has operated under the original officers 
almost without change for nineten years. All business on 
our books has been placed there DIRECT BY OUR OWN 
AGENTS. No consolidations have been made with other 
companies. No pools have been entered into. NO RE- 
INSURANCE has been accepted. 


The Company, the Agency Contract, the Agency 
Service, the Policy Contracts and the cost of Insur- 
ance are EXCEPTIONAL. 


If you are seeking a connection and desire to work 
under ideal conditions come with us and help place the 
Second Hundred Million on our books. 


The Columbus Mutual Life 


Insurance Company 


580 E. Broad Street, Columbus, Ohio 
Cc. W. Brandon, President D. E. Ball, Vice-President and Sec’y. 

















WE WANT YOU 
NOW 


Recently we installed a dozen 
managers in some of the best 
cities in the country. They dug 
right in and are producing 
splendid results. We boost 
them. They are bound to win. 


Today we have openings in 
Minnesota, Iowa, Indiana and 
Oklahoma. 


Let us tell you what we can do 
for you. Confidential. 


THE BANKERS RESERVE 
LIFE COMPANY 


R. L. Robison, President 
W. G. Preston, Vice-President 
R. C. Wagner, Sec’y-Treas. 


Home Office 
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Over $115,000,000 Insurance i in Force 


Same veep Gulniie Guten still open in its hame state—TEXA: 
Exceptional Opportunity for the 7 Re man in Tennessee, = indiana 


Omaha, Nebraska 








Address 
CLARENCE E. LINZ, Vice Pres. and Treas. 
DALLAS, TEXAS 


Business in Force $113,000,000.00 
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— PAIUFE BUILDING! 





First Aid 


Every experienced Life underwriter realizes that the greatest first aid 
in selling life insurance is a line of policy contracts that really sell themselves. 


The International Life Insurance Company offers the Life man a line of 

















policy contracts that are unexcelled—all the usual forms in participating, 








Non-Participating, Group and Association plans, and a complete line of 
“A Company Juvenile policies. 
willing to Pay 
the Price Required 
to Give Service” 


Even our competitors recognize our Juvenile Policy as one of the best 
sellers on the market. 


Have you ever heard of our Standard Special Policy? It’s a gem. 
Write us for information. 


International Life Insurance Co. 


St. Louis, Missouri 


W. KK. WHITFIELD, President DAVID W. HILL, Vice-President 
W. F. GRANTGES, Vice-Pres. and Gen’! Mgr. Agents 
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Why Our Company is as 


(© Strong as —itis because our repre- 
| ~S Your lown sentatives bank locally 


and we make our invest- 


S> NOS cae ments in the territory 
A ryouR COUNT we serve. We are an in- 


Wine — R tegral part of your town 
m Nl lh your TOWN : | vat pee eee 
im my = ARMERS your 
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Write for our Co-oper- 
| ative plan. 


iF aN 
| = YeeFarmers € Bankers 
ae ae Life Insurance (ompany 


H. K. Lindsley 
PRESIDENT 
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J.H. Stewart Frank B. Jacobshagen 
VICE PRESIDENT SECRETARY 


WICHITA, KANSAS 
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ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 





LIFE INSURANCE FOR 
CHILDREN 


Approximately one-third of the 
population of our country is 
made up of children under fifteen 





years of age. 


One-third of the possible pros- 
pects for life insurance in every 
community are, therefore, chil- 





dren. 


Royal Union salesmen can write 
children from one day old and up. 


Our Juvenile Contracts go auto- 
matically, without re-examina- 
tion, into full benefit at age five. 








Royal Union Life Building 


Cor. Seventh and Grand Ave., 
Des Moines, Iowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


A. C. TUCKER, President 
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PROVIDENT BUILDING 


Forty Years Old 
This Year 


Such is the Provident. 
Founded in 1887, every 
passing year has contrib- 
uted its rich seasoning of 
experience to the greater 
usefulness of this old, re- 
liable company. 


And Yet 


today, with an operation 
that is national in scope, 
with more than 250,000 
policyholders and with 
stability, prestige and in- 
fluence firmly established, 
the Provident is forging 
forward with all the vigor 
and vision of eternal youth. 


The PROVIDENT writes 


Ordinary Life Insurance 
and Accident and Health 
Insurance on the Commer- 
cial, Monthly Premium and 
Pay Order Plans. 


General Agency Openings 
in 








THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 


WITH 
EE re a ee Over Fifty Million 
ag i a ai a el See ie ek ane Kind OF Over Six Million 
AND THAT HAS 
Paid Policyholders since organization. ......................55. Five Million 
WANTS—General Agents and Managers in 17 states 
Contract—Commissions or commissions and expense allowance 


Address: S. W. Goss, Vice-President, 134 N. La Salle St., Chicago, IIl. 

















George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 





lowa 
Illinois 
Indiana 
Ohto 

and 
Pennsylvania 


Write today for particu- 
lars about our liberal 
agency contracts. 


Te DROVIDENT LIFE 


and ACCIDENT INSURANCE 


COMPANY 
of Chattanooga, Tenn 


1887 sonriers Year 1927 
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Hartford, Conn. - 2 
An Income Settlement “ * 
Made This Sale CW IDF 


A young widow, at an agent’s sugges 


tion, left the proceeds of her husband's Darby A. Day and Co-operation 


insurance on deposit with the Company; 





she to receive interest payments until AN OPPORTUNITY TO SHARE IN THE BUILDING 
such a time as the monthly life income AND IN THE PROFITS OF THE WORLD'S 
under an installment settlement becomes GREATEST LIFE INSURANCE AGENCY 


attractive. 


OUR PLAN 


Management of the Agency to be in the hands of a Board of 
Directors consisting of eight agents and the executive manage- 





The attorney settling the estate was so 
pleased with this arrangement that he 
purchased insurance himself, “that his 
widow might be equally well taken ; 
care of.” . ment of the Agency. 

The Connecticut General guarantees A general manager, assistant managers, statistician, librarian 


, Of 6 6 . . and several instructors agents. 
3%% on funds left with the Company d several instructors of agent 


and at present pays 5%. Connecticut A cooperative basis of profit-sharring in which the Agency 
General Life Insurance Company, Hart- Force will participate in 40% of the profits of the Agency. 

fo ) —— : - , . 

ford, Conn. lhe first opportunity ever offered for an Agency Force to share 


in General Agency profits. 
OUR PLANT 


Entire 23rd floor of the new Bankers Building, corner of Clark 
and Adams Streets. 








a $$ — 17,000 square feet. 





40 private rooms for agents. 

A reception hall. 

A library in which every insurance publication in the 
United States will be available, including statis- 
tical tables and reference books. 

A clerical department with space for 75 clerks. 


Providen [ Mu tual Retiring rooms. 


Life Insurance Company of Philadelphia Private rooms for five assistant managers. 





Pennsylvania Founded 1865 \ brokerage department consisting of a manager's 
office and telephone battery. 
A medical department of three examiners’ rooms and 
laboratory. 
Be An auditorium seating 215, equipped with stage, 
blackboards, projection room and dressing rooms 
4 In short, the largest and most ambitious plans ever promulgated 





for the building and development of men in the Life Insurance 


The Provident has worked “wh weg 


, , We are looking for high-class, capable men who can fit into 
out a practical plan by which this kind of an organization. 
the Home Office, through If you are looking for the biggest opportunity ever offered in 


the life insurance field, come in and see us or communicate with: 


an Educational Supervisor, is 


assisting in the development Darby A Day 


f new . 
of new agents eieiiien 


Illinois Merchants Bank Bldg. 
Central 6460 CHICAGO 


The Union Central Life Insurance Co. 
Cincinnati, Ohio 


R 
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moral from the 
motor car manufacturer 





many years ago was it that you — Just so have economic conditions neces- 
stood looking at a 4000-pound jug- sitated certain radical changes in the 
gernaught of snorting, vibrating four cyl- modern business man’s insurance pro- 


inder power and exclaiming “What a car!” gram. Trying to fulfill his present re- 


quirements with antiquated policy features 
is about as easy as selling him a 1911 
model for his town car. 


Not sovery long ago. But can you imagine 
yourself driving it in to-day’s crowded 
traffic or finding a parking space for its 
elongated hulk of 148 inches? You cannot The Security Mutual Life Insurance 


nor can the Motor Car Manufacturer. Company has been progressive enough 

What has changed the automobile chrys- to realize this. Consequently into their 

alis of 1914 into the 1928 Butterfly— old substantial and reliable policies they 
Security Mutual Life can make with its six and eight-cylinder sewing- have injected modern “eight - cylinder” 
an unusually attractive offer machine smoothness, its lightning-like clauses and features that appeal to the 
to the man who is considering : h . . 4 d rye hi 
Life Insurance as a vocation. get-a-way, its short turning radius an mo — — and a equatery meet ” 
€ Choice territories are still simple parking requirements? every life insurance requirement. Invari- 
available to life underwriters of pe P Brq bh. s. as 4 icall 
proven ability. € Wewill gladly Simply modern conditions — crowded a oe i mo Rey Cees 
diccuss these matters with you i streets—walls of traffic—the fact that there aS ee ee 
person—or you can write fora 3 ' ; 
copy of our new book, “A Frank are as many women drivers as there We suggest that you give this matter a 
Talk On Your Future.” are men. little thought and if you are still trying 


These 1927 factors have wrought the to sell a four-cylinder juggernaught— — 


gigantic improvements in the 1928 auto- Take a Moral from the 
mobile over the 1908 or the 1918 model. Motor Car Manufacturer. 


URITY MUTUAL LIFE ~ 


of “Tasurance Company rere 
ate _ Binghamton. New York ‘Wei yy 


—" THAN Gen HUNDRED MILLTONIS IN FORCE 
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DEPARTMENT REJECTS 
APPEAL FOR REVISION 


Treasury Officials Issue New Rul- 
ing on Question of “Invested 
Capital” 


MAY GO TO JU. S. COURTS 





Petition of Stock Life Companies Is 
Not Recognized in Excess 
Profits Tax Case 


have lost 
depart- 


The stock life companies 


in their appeal to the treasury 
ment for 
of the excess profits tax law to “invested 
capital,” the United States treasury de- 
partment having issued a new regulation 


a revision in the application 


on this point which is adverse to the 
contention of the stock companies. The 
new ruling includes stock companies 
which have placed all of their stock in 
trust for the policyholders on the same 
basis as the mutual companies, but does 
not make application to the stock com- 
panies still operating with individual 
ownership of stock. 
Anticipate Litigation 


This difference of opinion may lead 
to some litigaticn in the United States 
courts in the application of the old 
excess profits tax law, as the stock com- 
pamies expect to carry through a tax 
case similar to that of the Mutual Bene- 
fit Life, which was recently decided in 
favor of that company, establishing pre- 
cedent for mutuals in that regard. The 
Mutual Benefit case necessitated a revis- 
ion of the treasury department regula- 
tion in reference to “invested capital” 
within the meaning of the excess profits 
tax law. That case held that so much 
of the reserves of mutual life companies 
as represented contributions of policy- 
holders constituted “invested capital” 
within the meaning of the act, and within 
the statutory limits, earnings upon such 
reserves might be deducted in comput- 
ing the excess profits tax. The supreme 
court in that case did not pass upon 
stock companies and it did not consider 
accretions from investments as a part 
of the reserve fund. 

Sought Different Ruling 


Immediately following the Mutual 
Benefit decision, representatives of the 
stock companies petitioned the treasury 
department to have the regulation 
revised as to include stock companies 
within the holding of the supreme court 
in this case. The new regulation, how- 
ever, is adverse to this petition. This 
means that the question whether or not 
the reserves of stock companies consti- 
tute “invested capital” within the mean- 
the excess profit tax law will have 


so 


ing of 


to be litigated independently. The 
American Life Convention is now col- 
lecting information from its member 


companies in this regard, preparatory to 
whatever action will be necessary. The 
application of this law, of course, applies 
only to the old excess profits tax law in 
the matter of back taxes, but it is im- 


| NEW YORK TAX DECISION 
_ VIEWED AS RADICAL MOVE 


! 


| DISRUPTS HARMONY PROGRAM | 





Franklin W. Ganse of Boston Comments 
On Effects of This 


| Case 
| BOSTON, Aug. 10.—Franklin W. 
| Ganse, the well known inheritance tax 


jauthority of Boston, in an interview with 

a representative of this paper said that 
| the decision in the of Smith vs. 
| Commission, handed down on July 20 
| by the New York court of appeals is a 
| most radical one, and is indeed a bomb- 
| shell in the camp of those interested in 
the simplification and uniformity of state 
| inheritance tax legislation. 


case 


Breaks Into Reciprocity 


Mr. 


State 


Two years ago, according to 
| Ganse, New York was the leading 
|} in adopting reciprocity with the 

|of Massachusetts, Pennsylvania and 
Connecticut, under which broad heading 
| these four states agreed not to impose 
| inheritance taxes on the estates of de- 
| cedent residents of other states in the 
group. This has proved to be very pop- 
ular, it was a very wise and just 
move; for this year a large number of 
other leading states have joined the re- 
ciprocal group by legislation adopted in 
1927. 

Now, however, comes this decision 
which holds that the section of the 1925 
New York law containing the reciprocal 
feature was or may be unconstitutional. 
Following this, the tax department of 
New York has called off reciprocal 
exemptions at least for the time being. 


as 


Other Section Involwed 


The reason for making the statement, 
said Mr. Ganse, that reciprocity “may 
be” unconstitutional, is because the de- 
cision really turned on another part of 
the same law of 1925. This was the 
| provision placing New York in the line 
| of the six or eight states which tax non- 
residents a flat rate with exemptions and 
without any difference because of re- 
lationship. 

In the Smith case, the decedent left 
four children about $7,000 apiece in 
New York real estate. If they had been 
residents of New York they would have 
had exemptions of $5,000 each and then 
a tax of only 1 percent on the balance, 
but under the flat law they had to pay 

(CONTINUED ON PAGE 10) 





the Mutual 
litigation. 


portant, as was the case in 
Benefit Life in its Duffy 
Regulation Is Revised 


The regulation which has been issued 
by the treasury department reads 
follows: “Article 870. Insurance com- 
panies—the reserve funds of insurance 
companies, other than stock life com- 
panies, the net additions to which are 
deductible from gross income under the 


as 


may be included in computing invested 
capital. A life insurance company, sub- 
stantially all of the stock of which has 
been trusteed for the benefit of its pol- 
icyholders, shall be deemed to be a mnu- 
tual company and not a stock company 





within the contemplation of this article.” 


provisions of section 234 of the statute, | 


SHERIDAN LIFE STARTS 
WRITING SEPTEMBER 1 


EVANSTON, ILL. HOME TOWN 


Company Has $100,000 Capital, $100,000 | 


Surplus—Will Write All Standard 
Forms of Coverage 


On Sept. 1 the Sheridan Life, a new 
Illinois will its doors 
in Evanston, a suburb of Chicago. For 
about 60 days it will be domiciled in the 
Church building, after which it will move 


company, open 


| into permanent headquarters in the Hahn 


| has 
caxzo, 


states | 





| bank 


land pension to join t 





building, now under construction. 
Mercer E. Daniels is president of the 
company. For the last four years he 
been an insurance broker in Chi- 
For previously to 
was out of the insurance busi- 
in an earlier time was with 
Mutual Life in Indiana. 


some years 
he 

and 
Penn 


that 
ness, 
the 


Capital Is £100,000 


The new company is incorporated with 
capital stock of $100,000 and surplus of 
$100,000. The par value of the stock is 
share The stock sold at 
twice par. Mr. Daniels that on 
Sept. 1 the capital will be increased to 
$300,000 and the surplus to $700,000, 
at which time the price of the stock will 
be tour times par. 

All of the other 
board members are 
business and_ social 
William C. Eagon, 
merly credit manager 
bank, Chicago. “ K 
is connected with Stein, Alstrin & Co. 
stock and grain brokers, Chicago. On 
the board of directors are Mr. Daniels, 
president, and the following: Allen 
Albert, owner of the Evanston “News- 
Index”; David G. Barry, wholesaler of 
oriental rugs; John F. Hahn, president 
of the Commercial Trust & Savings 
of Evanston; Victor E. Ortlund, 
secretary-treasurer of the French Laun- 
dry and a director of the Commercial 
Trust & Savings; Otto Otterstrom, vice- 
president and general manager of Nel- 
son Brothers Laundry, Evanston: C. H 
Reynolds, president of the North Shore 
Bond & Mortgage Company and a di- 
rector; Conrad Schmeisser, president of 
the Schmeisser Construction Company; 


$50 a was 


Savs 


officers and the 
prominent in 
life of Evanston 
secretary, was tor- 
of the 


Charles S. Wallace, president of the 
Wallace Contracting Company and di- 
rector of the Commercial Trust & Sav- 


Culver, of the Illinois Steel 


H. Hibbe, a Pullman, 


ings; A. R 
Hospital and ¢ 
lll., physician. 


Dr. Schier Was Navy Surgeon 


Dr. Schier, the chief medical director, 
for some years has been surgeon general 
of the United States Navy, recently re- 
signing from the naval base hospital at 
North Chicago. He waived seniority 


he company, Mr. 


ne 
Daniels said. 

The stockholders of the company are 
30 prominent Evanstonians, and on the 
finance committee will be L. K. Grant, 
John F. Hahn and C. H. Reynolds. 

Will Write in Illinois 

Mr. Daniels announces that the com- 
pany during its first years will confine 
its activities to Illinois. It will write all 

(CONTINUED ON PAGE 10) 


the | 


Lake-State | 
Grant, treasurer, | 


D. | 


|GUARDIAN LIFE HOLDS 
CONVENTION IN CHICAGO 


Company’s Field Men Holding 
Membership in Leaders’ Club 


Gather for Meeting 


NEW OFFICERS ELECTED 


Interesting and Instructive Program of 
Addresses Holds Attention of Agents 
—Afternoons Given to Play 


rhe ninth annual convention of the 
field men of the Guardian Life opened 
in Chicago on Monday of this week and 
closed on Wednesday. A wide range of 
subjects was covered, each by a com- 
reached 
high peak many times, and did not flag 
at 


petent speaker. Enthusiasm 


any time during the sessions. 


rhe new officers of the Guardian Life 


Agency Club are Leon Alexander of 
Brooklyn, president; Leo Landau of 
New York City, first vice president; R. 
G. Flamm of Cincinnati, second vice- 


| President; Paul Alexander of Brooklyn, 
regional vice-president in the east; 
George Leisander of San Francisco, re- 
|} gional vice-president on the Pacific 
| coast; Sidney Brown of Jackson, Fla., 
| regional vice-president in the south: 
George Hoffman of Chicago, regional 
vice-president in the central field. 


Hansen Presided at Banquet 


Vice-President Hansen presided at 
the banquet of the Guardian Life agents 
Tuesday night. The main speaker was 
State Senator Harold C. Kessinger of 
Aurora, Ill. S. T. Whatley, Chicago 
manager of the Aetna Life, brought the 
greetings of the Chicago Life Under- 
writers Association of which he was 
president. Clinton F. Criswell, executive 
secretary of the association, was present 
as a guest. Appropriate gifts were made 
to the retiring president and first vice- 
president of the agency club. 


Webb Gives 


the Welcome 


Max Reinboth, president of the Lead- 
ers Club, who won his office by being 
the largest producer in the agency ranks, 
presided at the meeting. At the first 
meeting Monday morning Walter E. 
Webb, vice-president of the National 
Life U. S. A., spoke the welcome to Chi- 
cago. He stated that in days gone by 
| business enterprises felt that it was 
necessary for them to have offices in the 
“loop” district in Chicago. Finally some 
pioneers broke outside the “loop” and 
opened headquarters some distance from 
the business district. He said that for- 
merly life insurance might be said to 
have been confined in the “loop.” There 
was a popular prejudice abroad that a 
person had to die to win. He said, how- 
ever, that life insurance broke these 
| bonds and people became convinced that 
it could serve economic purposes in 
many directions. It spread out so that 
it comes in contact with the lives of 
almost every individual. He said that 
today life insurance is being used for 
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definite, specific ends. Banks and trust 
companies are advertising the advan- 
tages of life insurance. 

Vice-President Hansen Speaks 


Vice-President T. Louis Hansen of 
the company had a radiogram from 
President Carl Heye of the Guardian 
Life, who is sojourning in Berlin. He 
extended greetings to the members. Mr. 
Hansen said that life insurance more 
and more is being held in higher public 
esteem. At the end of this year he said 
there will be $90,000,000,000 of life in- 
surance in force and the companies will 
have $14,000,000,000 of assets. At the 
end of this year, he said, the Guardian 
Life will have $375,000,000 insurance in 
force. It will write between $73,000,000 
and $74,000,000 new business this year. 
Its mortality has been favorable, being 

5 percent so far this year. He said, 
however, that the total and permanent 
disability experience has been unsatis- 
factory. The home office building, he 
said, is yielding 7.1 percent on its re- 
turn. He characterized life insurance 
agents as the advance agents of inde- 
pendence. 

Following the presentation of awards, 
George Hoffman, manager at Chicago, 
made a brief talk, and was followed by 
James A. McLain, inspector of agents. 


Tuesday’s Meeting 


Vice-President Hansen called the con- 
vention to order on Tuesday morning. 
The first speaker was N. S. Barrows, 
New York, whose subject was “Finding 
Prospects.” Mr. Barrows’ belief is that 
life insurance salesmanship consists not 
in forcing sales from people but in be- 
ing sociable with and helpful to people 
and thus winning their confidence. He 
told how he uses the home office pros- 
pect book and reminders to assist him 
in finding prospects after he has mixed 
with people and learned their names, 
addresses and other information about 
them. He finds it an excellent method 
of prospecting to learn who in his neigh- 
borhood dies, obtaining information 
about the circumstances of each fam- 
ily after the death and using this in- 
formation in a tactful way in conversa- 
tion with others. 


Golfing for Applications 


‘Golfing for Applications” was the 
next subject. It was handled by R. L. 
Stevens, Evansville, Ind.; C. T. Smith, 


Fort Smith, Ark.; and Leon Alexander, 
Brooklyn. Each of these men was a 
winner in the golf-application contest 
conducted in April this year. Mr. Stev- 
ens said he finds golfing a good means 
of making contacts and said that selling 
life insurance is much like playing golf. 
The agent may start his game or his 
insurance day early, but if he persists 
the day spent either in golfing or sell- 
ing is likely to turn out well. Mr. Smith 
told how he circularized the last grad- 
uating class of thhe University of Ar- 
kansas, obtaining 50 replies to his letters 
and obtained 35 applications of from 
$2,000 to $5,000 from these graduates 
in the April contest. Most of these stu- 
dents, he said, paid their way through 
the university, and for this reason the 
insurance was sold them on the time- 
payment basis. Each of them will take 
up premium payments as soon as they 
go to work. Mr. Alexander told how 
he used a recent nonmedical offer of the 
company to sell insurance even to those 
who were not included in the offer either 
because they had passed age 50 or had 
been rated up. Also during the lifetime 
of the offer he wrote a good volume of 
standard business. 
Nursing Prospects 


“Nursing Prospects’ was the next 
subject, the speaker being John C. Greg- 
samer, Chicago. Mr. Gregsamer came 
to the United States from Austria after 
the war but already has made great 
progress in the business. His particular 
business is unique in that a large pro- 
portion of his clients are women and 
that among the women the greater ma- 
jority are hospital nurses. 

David Goodfriend, one of the old-tim- 
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COMPANY TAKES OVER 
BUSINESS OF ANOTHER 


—— - 


WESTERN LIFE IS REINSURED 


Mississippi Valley Life of St. Louis Will 
Assume Policies—Company to Be 
Liquidated by Illinois Department 


J. D. DeBuchananne, president of the 
Mississippi Valley Life of St. Louis, an- 
nounces that effective Aug. 20 his com- 
pany will assume the policies of the 
Western Life of Chicago, which will be 
liquidated by the Illinois department of 
trade and commerce. It does not take 
over any other liabilities of the West- 
ern Life. 

Policyholders of the Western Life will 
be offered a five-year renewable term 
policy with the Mississippi Valley Life 
and at the end of the five-year period 
will be permitted to exchange such pol- 
icies for any forms written by the Mis- 
sissippi Valley Life, paying premiums 
on the basis of their attained age. Any 
policyholders of the Western Life who 
do not desire to be reinsured by the 
Mississippi Valley Life will be treated 
on the same basis as other creditors of 
the Western Life when that company 
is finally liquidated by the Illinois de- 
partment. 





ers spoke on “Consistent Progressive 
Production.” He made a brief inspira- 
tional address in which he advised con- 
traction only of those habits that will 
result in advance and counseled his 
auditors to acquire good health, a thor- 
ough knowledge of the business and a 
habit of hard work and said that suc- 
cess inevitably will follow from the 
proper combination as these three quali- 
ties. 

The subject “Term Conversions” was 
covered by Arthur L. Beck of Buffalo 
He said it is his belief that if term in- 
surance must be written it should be 
converted on an early date, in fact 
should be sold always with an under- 
standing as to conversion. He said that 
frequently a hardened opponent of life 
insurance can be converted to the idea 
of buying after he is told it is possible 
for him to obtain insurance on the term 
hasis to cover some particular contin- 
gency. These people, he said, often 
buy up regular life contracts after they 
have been accustomed to the insurance 
idea through the term policy. 


R. C. Leeves Speaks 


“Southern Selling Strategy” was the 
subiect covered by R. C. Leeves, Shreve- 
port, La. During the spring flood Mr. 
Leeves’ territory was inundated and he 
spent practically all of April aiding flood 
cufferers otherwise than by selling them 
life insurance protection. After May 
he said, it became possible for him to 
get out among his prospects. For the 
next 30 days or so he was compelled to 
work extremely hard on renewals and 
extensions. He urged all the agents to 
get in touch with their congressmen and 
insist that they put through legislation 
that will result in the government’s 
taking over flood control work in the 
Mississippi valley and preventing for- 
ever such a disaster as occurred this 
vear and as has occurred less intensely 
in manv other years. He said that 
in Louisiana and other Mississippi states 
land values are already good and that 
they can be greatly enhanced through 
flood control work. 

John H. Brady of New York spoke 
on the subject “Prospecting Through 
References.” He told at some length 
how he obtained prospects from clients 
already sold or clients of some other 
company, or policyholders of some other 
company for whom he has done services 
without selling them. He says he finds 
it best in his city, Brooklyn, to obtain 





the business rather than the home ad- 
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COMPANY ‘SETS HIGH 
MARK FOR THIS YEAR 


CONDITIONS GOOD IN WEST 


President Cunningham of Montana Life 
Reports Auspicious Outlook 
Throughout Territory 


Life insurance business in the north- 
west and west is “looking up” and in 
accord with the current optimism 
throughout this territory, the Montana 
Life has set as its goal during the year 
$50,000,000 in force. In making the an- 
nouncement of this goal, 
points to the auspicious conditions in the 
northwest, a bumper crop being expected 
in practically all quarters. 

Referring to the report of the Fed- 
eral Reserve Bank at Minneapolis, the 
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‘TAX VALUATIONS GREATLY 


' 


the company | 


company points out that the wheat crops | 


of Minnesota, the two Dakotas and 
Montana will exceed the 1926 crop in 
money value by approximately $150,- 
000,000, Other crops show like pro- 
portion of increase. In Washington a 
61,000,000 bushel wheat crop is antici- 


pated, nearly double that of last year. 
Oregon likewise expects a bumper 
yield. The famous Wenatchee and Ya- 


kima valley apple crop, though smaller 
than in previous years, is of the finest 
quality. The apple shortage the coun- 
try over of approximately 50 percent in- 
sures big prices and Washington's 
greatest fruit gr owing district will reap 
greater prosperity than ever before. 
President H. R. Cunningham of the 
Montana Life states that the vice-presi- 
dent of one of San Francisco’s greatest 
banks has informed him that California 
has not experienced as successful a sea- 
son agriculturally as this one in the past 
20 years. 

Idaho will produce at a_ substantial 
profit the largest and best potato crop 
in its history. Utah, agriculturally, in- 
dustrially and otherwise is in excellent 
condition. The great stock growing 
and oil producing state of Wyoming has 
shown marked improvement in the cur- 
rent year. Colorado conditions are most 
favorable. Sugar beets are its greatest 
product and it has a crop that will 
measure up 100 percent and bring a 
good price. Mr. Cunningham in a mes- 
sage to the agency force of his com- 
pany points out that under these condi- 
tions, excuses for failure to produce or 
for limited production are out of order. 


dresses of prospects and to seek pros- 
pects among the business and profes- 
sional classes. 

The last speaker of the Tuesday ses- 
sion was Walter C. Hill of Atlanta, Ga., 
vice-president of the Retail Credit Com- 
pany. His subject was “How Inspec- 
tions Are Made.” He made an interest- 
ing analysis of his company’s procedure 
In inspection cases. 

Prizes for those selling in excess of 
$750,000 were awarded to Leon Alex- 
ander of Brooklyn and Leo D. Landau 
of New York. 
York City was the only agent writing 
more than $1,000,000. Prizes for sell- 
ing more than $500,000 were given to 
Henry Sheldon of New York; Henry 
Kronsbein, St. Louis; C. R. Brock of 
Los Angeles and E. B. Houghton, Ro- 
chester, N. Y. There were 38 awards 
to those selling more than $250,000. J. 
W. Graves of Richmond, Va., was given 
a medal in commemoration of 35 years’ 
service with the company. L. Harris 
of Denver was given one for 20 years’ 
service. 

Aside from Vice-President T. Louis 
Hausen, there were present from the | 
home office James A. McLain, inspector | 
of agencies; Valentine Howell, assistant 
actuary; Dr. Charles B. Piper, medical 
director; Edward Ruge, underwriting 
secretary; Frank Weidenborner, agency 
assistant; Fred Bachur of the agency 
department and J. C. Slattery, advertis- 
ing manager. 


| raised the company to $900,000. 


INCREASED IN KANSAS 
ASSESSMENT NEARLY TREBLED 


Many Life Have Been 
Sharply Boosted as Result of Wy- 


andotte County Complaint 


Companies 


TOPEKA, KANS., Aug. 11.—Some 
Kansas insurance companies received a 
jolt last week from the tax division of 
the public service commission when the 
assessed values of the assets of the com- 
panies were given tremendous increases 
Only eight of 26 companies examined 
escaped without an increase and there 
are several companies on which the in- 
vestigation is not completed. Some 
companies which have heretofore es- 
caped taxation were placed on the tax- 
rolls at large figures and other compa- 
nies were increased several hundred per- 
cent over the values they had returned 
to the assessors. 


Big Increases Made 


The 26 companies where the examina- 
tions had been completed returned a to- 
tal of $341,604 to the assessors. The 
tax division of the public service com- 
mission, acting as a board of equaliza- 
tion, raised these values to $932,545, an 
increase of $590,941 over the assessed 
values returned by the companies. It is 
expected that the increase in those com- 
panies still under investigation will 
make the total increase around $750,000 
and will send the total to well over 
$1,000,000 of taxable property. 

Some of the companies are preparing 
appeals for further hearings and some 
of them may go into the courts to pre- 
vent the assessments being allowed to 
stand. Some of the companies have an- 
ounced they will present vigorous pro- 
tests against the increases and are pre- 
pared to make a fight against them. 

Grew from Tax Objection 


The big boost in the assessed value of 
the insurance companies, some of which 
had escaped taxation entirely for some 
vears, came about through a tax fight 
in Wyandotte county. The _ Federal 
Reserve Life of Kansas City, Kans., had 
returned property aggregating $100,000 
for taxation. The county board had 
On an 


| appeal to the tax division of the state 


public service commission the assess- 
ment was reduced to $300,000, The offi- 
cials of the company declared this value 
was too high and sought to secure fur- 
ther decreases by pointing out to the 
commission that other companies which 
claimed large assets were not taxed as 
high as the Federal Reserve. The re- 
sult was the tax division was directed 
to make a complete survey of all insur- 
ance companies and adjust the assess- 
ments as the division found them. The 


| following shows the value of the prop- 


erties of the different life companies as 


| reported by the companies and as equal- 


Max Reinboth of New | 


ized by the state commission: 


Assessed 


Value Equalized 
Great American Life, 

haem: acididd $ 32,755 
Manhattan Mut. Life, 

PERO ceseaenee cecees 1,440 
Farmers & Bank. Life, 

WERE. kc ccnces . 105,740 279,285 
National Savings Life, 

PTR -cenen eae 49,938 49,940 
American Home Life, 

| Pre ener 1,505 1,800 
Bank Savings Life, To- 

fa tte aN Se ok dhe ine 5,000 145,700 
Cosmopolitan Life, To- 

IR nite Ak aie aa awe 2.855 11,635 
Kansas Life, Topeka 7,200 86,235 
Liberty Life, Topeka. - 12,215 87,050 
Mid-West Life & Cas., 

eae 400 400 
Nat. Reserve Life, To- 

EE eee 1,500 10,170 
Victory Life, Topeka. 1,500 3,290 

$932,545 


PE atcuen wens ean -$341,6¢ 604 





Elmer A. Sowers, manager of the FPl- 
gin, Ill., branch office of the Berkshire 
Life, is in California, where he is spend- 
ing the summer, having made the trip 
via motor. He will return Sept. 1. 
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LOCALIZE SALES TALK 
IS ADVICE TO AGENTS 


Can Use Claim Payments to Show 
What Life Insurance Has Done, 
Not What It Will Do 


MUCH LONG RANGE WORK 


Review of Actual Instances in Own 


Home Town Offers Best Sort 
of Canvassing Material 


NEW YORK, Aug. 11.—A canvass of 
the subject among prominent agency o!l- 
ficials shows there is general agreement 
that the life insurance soliciting of to- 
day is too much “up in the air” and too 
to secure the best results 
and that a big change in conditions, al- 
for the 
salesman, has come upon the business. 
Actual Results 


“long range” 


most unprecedented average 


Can Show 


This big new fact is that the payments 
of the life insurance companies to the 
public have tremendously increased ot 
recent years and that agents are still 
talking of what life insurance will do 
hypothetically, when as a matter of fact 
the many instances of what life insur- 
ance is actually doing in hundreds of 
cases in each community are lying prac- 
tically neglected. 

The truth is that the present systems 
of salesmanship were involved when lite 
insurance had little to offer except prom- 
The great increase in life insur- 
ance has taken place since the Arm- 
strong investigation, 20 years ago, and 
the amount of claims paid previous to 
that time was insignificant compared to 

e amount since that time. Also, due 

motives and various schemes preva- 
ent in the business in the old days, the 
companies were not always proud and 
anxious to show their results. 


New Day Has Dawned 


ises. 


But a new day has dawned—liie in 
surance has had a chance to mature and 


is now functioning in a large way, re- 
turning to the public hundreds of mil 
lions each year; in fact last year the 
payments were nearly $1,500,000,000 


whereas 20 years ago they were $250, 
000,000. In a few years it Is 
say the payments of life insurance to 
he public will aggregate the enormous 
otal of a couple of billions a year; over 
a ten year period, 20 billions of dollars 
\ny city’s or town’s share of this will 
be sufficient to show a distinct social 
ind economic effect in the standard of 
living in the community and its , 
eral prosperity. 

Important Socially and Economically 


When it is considered that these 
lions of dollars are not ordinary money, 
ut that in virtually every case an emer- 


safe to 


ven 


1c} 
Dil 


gency is met, saving an individual, a 
me, or a business from serious em- 
barassment or actual failure, then pay 


ment becomes doubly important from 
he social and economic standpoint 
This big fact is just commencing to be 
grasped by the agents of the country 
ind the companies themselves. They 
have been selling policies on promises 
hecause in the beginning they had noth- 
ing else to go on and they are even now 
mtinuing to do so, whereas they have 
insurance performances in profusion 
every hand. 


City Survey Suggested 


One company official suggests that a 
survey might well be made of some 
average city to demonstrate just what 
are the social and economic products of 
life insurance in the place. This survey 
would investigate the actual cases of 


life insurance payments over a 10 or 15 


LIFE 


OKLAHOMA MAN HEADS 
THE ILLINOIS LIFE CLUB 


SCOTT IS PRESIDENT 


Ss. A. 


New Agents From the Vincennes, Ind., 
Agency Become Officers on 
Account of Production 


The Illinois Life announces the officers 
of its $100,000 Club for the ensuing year. 
Samuel A. Scott of Oklahoma City be- 
comes president by virtue of producing 
the largest amount of business. He went 
with the Illinois Life in September, 1913, 
and has been a member of the club ever 
since. He was first vice-president in 
1916. Henry Sterchi, one of the veterans 
in the organization, now at Vincennes, 
Ind., becomes first vice-president. He 
went with the company in January, 1905. 


Miss Lena H. Smith of Vincennes be- 
comes second vice-president. For the 
last year she was third vice-president. 
Miss Smith went with the Illinois Life 


in August, 1923. Both Miss Smith and 
Mr. Sterchi are members of the E. C. 
Wharf agency. Mr. Wharf is first vice- 
president of the present $100,000 Club. 
Daniel B. Ryan, who works out of the 
Chicago home office, becomes third vice- 
president. He entered the service of the 
Illinois Life in January, 1916. 


year period and determine just what was 
accomplished, what became of the money 
paid, how it was used, etc., and thus 
evaluate the social benefits of life insur- 
ance by demonstration. 


How Many Study Own Townst 


From the life insurance selling stand- 
point what agent has taken the trouble 
to find out how life insurance is work 
ing out in his own town? He uses the 
figures furnished him by his company of 
general totals and he of course knows 
something of what his own company has 


done locally but he makes no study of 
life insurance and its benefits in his 
community. 

The average life insurance man has 


personal knowledge of the detail of a 


few of his own personal cases and these 
he uses over and over again in his cat 
Vassing At that, these instances pei 
haps constitute the most effective part 

his canvass since it is a well known pri 


ciple of selling that prospects are not 


usually interested in generalities but 
always impressed by the intimate an 
human facts In life insurance the great 
moving fact is the incident of deat! 
within the family or the friendly circle 
Effect of “Flu” and War 
The great increase in life insu 


in recent years has been due to the “flu” 


and the war, two great influences whic! 
brought the conse quences ol death hor 
to the American people, thus making 
comparatively easy to sell life insur 


ance 

An official of the 
cently in commenting 
during the “flu” 
a heavy increase of 
apparently the 


Metropolitan, re- 
on this, stated that 
showed 
whereas 


peen mm i} 


several cities 
business, 
had 


invest 


agents 
no spec al effort. An 
closed that 


igation dis 
the people were virtually s« 


ing the insurance to themselves. Thes« 
were invariably communities vher 
the Metropolitan had a 
t] 


very he: 
lat in most of the 

e a man died he 
Metropolitan. In the neigh! 
had lived the fact 
doctor’s and 


ness so 





Was In 





ere he that his f 


neral nurse's expenses, had 
the Metropolitan was usu: 
y mentioned by his 

other women. This prompted them to 
wonder what would happen if their hus 
bands should go the way of the de 
ceased and the next step was to 
word for the Metropolitan man to « 
at their homes on his next round. The 
agent did not have to solicit the busi 
ness. It sold itself as its need became 
apparent 


met by 


widow to the 


leave 
»! 





This is the sort of thing that should 


INSURANCE 


EDITION 


FURTHER DEVELOPMENT 
OF TERRITORY PLANNED 


MERGER DETAILS COMPLETED 


Stockholders Approve Consolidation of 
Alabama National and Protective 
Life Under Latter Name 


BIRMINGHAM, ALA., Aug. 10.— 
Completion of the merger of the Ala- 
bama National Life and the Protective 
Life was effected last week in the meet- 
ings of the stockholders of both com- 
panies. The consolidated company will 
take the name of Protective Life. 

This merger gives to Alabama and 
the south an insurance company with 
national standing. All forms of partici- 
pating and nonparticipating insurance at 
competitive rates will be written, also 
group and wholesale, nonmedical, sub- 
standard and children’s insurance. 

The combined capital of the merged 
companies will be $1,000,000 with sur- 
plus over all liabilities of approximately 
$500,000. The insurance in force will 
amount to approximately $57,000,000 
and the reserves protecting these poli- 
cies will amount to more than $5,000,- 
000. The admitted assets of the merged 
companies will be approximately $7,000,- 
000. The Protective Life now operates 
in Alabama, Mississippi, Louisiana, 


Tennessee, Texas, Florida and South 
Carolina and further development in 
other states and sections is contem- 


plated, it was announced 


be happening to a greater degree in or 


dinary business than it is. Life insurance 
men should be alive to what insurance 
is doing in and for their town. They 
should make at least a partial survey, 


not by being unpleasantly inquisitive and 
tactless but by using the same judgment 


and delicacy they have learned in han 
dling their prospects. The hundreds ot 
testimonial letters published = every 


month show that the average widow or 
other beneficiary is willing to give a 
reasonable degree of testimony to the 


insurance has done in their 


od that lite 


ises m order that others may iM 
helped 
Make Study of Benefits 
Ma agents may not care to take 
this trouble but if thev are wise they 
will at least make something of a study 
of the life insurance benefits received 
in their town and be able to show in 
stances to each prospect with which h« 
is already more or less personally fa 
miliar Today very little is being done 
to call the attention of salesmen to this 
virtually new and alluring field for ca 
vassing illustrations As time goes on 
the “localization” method of securine 
iterial for sales talks is bound to he 
id ted 
Two Canadians Join Lincoln 

iN ild GG. Stage ormerly with the 
Canada Life of Toronto and a eraduate 
t Toront University, has gone with 
the Lincoln National Life as assistant 
actuary under S. C. Kattell. Mr. Stage 
s al issociate of the Actuarial Society 
of America and also a member of the 


Actuaries of Great Britain 


George Brvce i graduate of Toronto 
University and an associate of the Ac 
tuarial Society of America, has also 


joined the Lincoln National Life. as an 


assistant in the reimsurance department 
Mr Brvce has been connected with the 
reinsurance department of the Canada 
Life of Toronte 
Off for Yellowstone Trip 

John M. Sarver, president of the Ohio 
State Life. and Mrs. Sarver headed a 
party of about 25 that left Saturday 


night on a two weeks’ trip to Yellow- 
stone National Park and other points of 
interest in the west 4 number of the 
men were accompanied by members of 





their families. 


a | 


SAYS AGENCY SYSTEM 
SHOULD BE CHANGED 


Life Companies Do Not Follow 
Usual Lines With New 
Men 


VIEWS OF AGENCY MAN 


| Declares That Recruits Should Be Kept 
On a Salary Until They Are 
Well Trained 


Life insurance companies do not fol- 
low the course of procedure adopted by 


|the usual commercial business enter- 
| prises in employing men. Most of these 
commercial houses have their salesmen 


on a salary and probably a contingent 


interest, dependent on production. 
When a new man is hired the employer 
and if he 


is convinced that he has good stuff in 


investigates him thoroughly 


him he will start him out. He realizes 
that for some time this man will not 
j} make his way. The employer is making 
an investment. The guess may have 
been a poor one. The man employed 
may not turn out satisfactorily. The 
| employer, therefore, loses. Undoubtedly 
|chances are taken when men are em- 
ployed. 
Hix Compensation Assured 


However, the man secured is assured 
of his salary and knows that if he earns 
it he will be continued. He not 
have to think about where his weekly 
stipend is coming from Commercial 
enterprises that it will take a 
man a year or so to get his bearings. 
Therefore, they are patient. However, 
a keen employer can tell in a few weeks 
whether a man is going to make good 
or not. If he sees that he is not he is 
decapitated 


does 


realize 


Pellicy of Life Companies 
Che life insurance companies proceed 
on a different basis. But few pay sala 
ries to salesmen They are dependent 
entirely on their commission Men are 
taken from other lines of business where 
they perhaps are on a salary, try them 
selves out and lose It is very difficult 
for a sales manager to attract men who 
are already on a salary unless they have 
great courage and confidence in them 
selves \n agency manager in com 

menting on the situation, says: 


Turn Over in Agency Field 


“In my opinion the vast turnover in 
the agency field is due to our wr: 
system. We put men at work and as 
they get away from advances we are 
iree It is nothing to con- 
tinue them on and we give them a trial 
It is true that companies are be 
coming more careful in agency selection 
It seems to me that first of all we must 


costing us 


many 


start our men out and relieve their 
minds for the first year as to their liv 
ing. Many of us who have had experi 


tell in two or three months 
a man is going to make good 


ence can 
whether 


or not. If we find we have a good man 
who is willing to work we should con- 
tinue him on a salary, realizing that in 


time, the investment will be a good one 
A great number of agents drop out at 
the critical point. They realize when 
the guarantee is stopped they probably 
|} cannot make enough to live on. It takes 
time for a life insurance man to get well 
grounded After he gets his feet all set 
he needs no further guarantee 


Take Man on a Salary 


“We take a man out of a salaried 
position where he is earning a stipulated 
amount of money. Maybe he is having 


a hard time to get on, but he knows 








that at least his salary will be forthcom- 
ing every week. He is compelled to 
work during certain hours. He has to 
report at a certain time. He quits at a 
certain time. He has definite duties 
assigned him. We put him into the life 
insurance field and it is emtirely differ- 
ent. Here he becomes his own boss. 
He does not have to report at any spe- 
cified time. He can loaf as long as he 
chooses. The change is so abrupt that 
most men are unable to withstand the 
temptation. In my opinion we should 
put a man on a salary and keep him 
there until we feel he can paddle his 
own canoe. 
Must Keep Men Under Discipline 


“We expect our 
own way even if they 
training of being their own boss. Ili we 
had them on a salary for a year we 
could have control over them. We could 
demand that they report at a certain 
time and do a specified amount of work. 
We keep them in this regime until they 
are well trained. Gradually we let them 
be their own commander. Life insur- 
ance soliciting is a peculiar work. It 
consists in a man being able to interpret 
life insurance in a way that will con- 
vince a prospect that it will meet his 
demands. He must paint the picture 
so that the prospect will see it. He has 
nothing to show. Life insurance is 
something abstract. Therefore, the new 
agent must cultivate imagination. 

Expect Too Much at Start 


men to make their 
had not had the 


“It seems to me that we expect too 
much of our men early in the game. 
We may give a financial guarantee for 


a month, six weeks, two months or 
three months. That is not enough in 
the case of a man who is destined to 


We must cultivate the habit 
work and_ consistent 
endeavor. In taking a man out of a 
salaried position and putting him en- 
tirely on commission the change is 
drastic. We should carry these men 
along until they get acclimated. If a 
man will work he will eventually arrive. 
I think life insurance should change its 
compensation, especially for 


make good. 
of systematic 


system of 
new men.” 


Company Plans Convention 


Plans are going forward in the home 
office of the Mutual Trust Life in Chi- 
cago for the company’s annual agency 
convention, The convention will be held 
in Yellowstone National Park, Aug. 20- 
24. The first day will be spent at Mam- 
moth Hot Springs, the second at Old 
Faithful Geyser, the third at Yellow- 
stone Camp, the fourth in the Grand 
Canyon of the Yellowstone, and most of 
the fifth in the sight-seeing bus trip. 
The idea behind the meeting is that it 


will be a combination of business and 
pleasure. 

About 125 men will attend the con- 
vention. Most of these will gather in 


Chicago and make the trip on the com- 
pany’s special train. The train will be 


met by a smaller delegation at St. Paul. 
President Edwin A. Olson, Vice-Presi- 
dent Carl Peterson and Agency Di- 


rector A. E. Wilder will represent the 


home office. 


Fokker Gets $50,000 Policy 


Anthony Fokker, well known aviator 
and designer and manufacturer of air- 
planes, has followed the lead of Colonel 
Lindbergh, who recently obtained a 
$25,000 policy on his life in the United 
States Life. Through Barber & Bald- 
win, aviation general agents of the 
United States Life, who also wrote the 
Lindbergh insurance, Mr. Fokker ob- 
tained last week a permanent policy of 
$50,000 on his life. 


Sun Life Enters New States 


The Sun Life of Canada has just been 
licensed in Iowa and Minnesota. The 
company is now entered in 24 states. 
The first six months’ figures show that 
the company has increased its business 
over 100 percent as compared with the 
corresponding six months of last year. 





THE NATIONAL 


ACT UARIAL QUESTIONS 
OF AGENTS ANSWERED 


FEATURE OF GUARDIAN RALLY 


Good Selling Points Also Brought Out 
At Closing Session of Agency 
Convention 


An interesting feature at the closing 
session of the Guardian Life agency 
convention in Chicago this week was 
the “Actuarial Question Box,” conducted 
by Valentine Howell, associate actuary. 
A few of the questions asked were: 
“Why isn’t extended term insurance 
given on rated policies?” “When limited 
payment or ordinary life policies be- 
come paid up through the policyholder’s 
leaving the dividends with the company, 
must extra premiums be paid up beyond 
the period to cover special benefits?” 
“What is the tendency as to the disa- 
bility experience of the company and 
what is the possibility of a rate revision 
upward?” In answer to the last ques- 
tion, Mr. Howell said that high disability 
need disability 


cost indicates the for 
coverage, and that it probably is only 
a question of time until the disability 


rates of all companies will be raised to 
such a point that the disability feature 


will be able to stand on its own feet. 
He said that the experience of the 
Guardian Life on this feature has not 


been satisfactory and it is felt that the 
rate should be so altered upward that 
the coverage will be put on a sound 
basis. 

The next subject scheduled was the 
medical question box. Dr. Charles A. 
Piper was to have conducted this, but 
a cold so hampered his voice that the 
questions were laid aside for answering 
in the company’s house organ. Dr. 
Piper expressed himself as being em- 
barrassed and grieved at not being able 
to go through with the program. 


William O'Connor Speaks 


“Prospect Bureau” was 
covered by William F. O’Connor of 
Syracuse, N. Y. “A discussion of the 
prospect bureau falls naturally into three 
sections,” Mr. O’Connor said, “these be- 
ing the selection of names, the extent to 
which the service should be used and 
the results that are reasonably to be ex- 
pected from use of the service. Of these, 
selection is the most important.” 


The subject 


Cold Canvass Covered 


G. W. Adams of Los Angeles spoke 
on “Warming up the Cold Canvass.” 
Mr. Adams does all almost all his busi- 
ness on the cold canvass basis, electing 
to work principally and intensively in 
the neighborhood of his own home. He 
said he talks to people of all classes, 
no matter how seemingly poor they may 
be, and in each case talks on the savings 
feature of the insurance plan he offers. 
His record with the company shows that 
his system is eminently successful. 

At this point in the proceedings E. A. 
Gillispie of Shreveport issued a challenge 
on behalf of Leon Alexander of Brook- 
lyn, George Hackman of St. Louis and 
himself to any and all teams of three 
agents in any metropolitan agency of the 
company to engage in a friendly contest 
for new business during the current 
Leaders Club year. 


How Beneficiaries Bring Business 


“Beneficiaries,” the next programmed 


subject, was covered by W. R. Riddle 
of Philadelphia. Mr. Riddle stated that 
he always asks his prospects; “Have 
you locked the door to your life insur- 
ance?” “In only about one case in a 
hundred in my city is the answer to this 
question in the negative,” he said. “The 
great majority of people seldom think 
of naming a second beneficiary in their 
policies, and thus they open the way to 
tax assessors of various kinds and com- 
plicate the process of paying the pro- 
ceeds of a policy.” 

E. E. Floyd of the McNamara agency 
in New York spoke on “Within the In- 
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NOTABLE INCREASE IN 
BUSINESS IS RECORDED 


PASS QUARTER BILLION MARK 


Northwestern National Life Reaches its 
1927 Goal at End of Seven 


Months 
The Northwestern National Life of 
Minneapolis passed the quarter billion 
mark of insurance in force Aug. 4, paid 


for business in force at the day’s close 
being $250,036,737. The $250,000,000 
mark was set as a goal for the year 


Arnold is par- 
passed it at 


President O. J. 
gratified to have 
date. 


1927, and 
ticularly 
this early 

“While business in all 
been satisfactory, the June 
production in Minnesota and North Da- 
lo has been particularly good, being 
80 percent above corresponding months 
of last year,” said Mr. Arnold. “The 
White & Odell agency, state agents for 
Minnesota, wrote $4,340,310 during the 
two-month period, while the A. W. 
Crary agency, state agents for North 
Dakota, located at Fargo, wrote $1,- 
624,280. This splendid work hastened 
the date that the $250,000,000 mark was 
reached, and also enabled the company 
to break all records for both June and 
July production. 

“The company’s total business for the 
first seven months of the year was 14 
percent above the first seven months of 
1926.” 


sections has 
ne July 


terview,” explaining at some length how 
he programs insurance for prospects, 
most of whom are chosen from the great 
middle class. He was followed by Hillis 
C. Rhyan of Milwaukee, whose subject 
was “Closing Business.” An important 
item in Mr. Rhyan’s work, he said, is 
that after making a sale he analyses it 
to learn what he said that he should not 
have said and what he left unsaid which 
might better have been said. Thus he 
collects more tools with which to work 
on the next case. 
Questions Become General 


“The General Question Box” de- 
veloped some interesting discussion on a 
number of subjects that did not fall 
strictly into the actuarial or medical 
classes. It was followed by a _ brief 
address by Ralph A. Trubey of Fargo, 
i. @ 


The convention was queried on 
whether those attending desired to have 


the 1929 convention held in California. 
The answer was unanimously affirma- 
tive. The dates and places for the 1928 
and 1929 conventions will not be fixed 


until after the first of the year. 


Southland Increases Capital 


The Southland Life of Dallas, Tex., 
is increasing its capital from $400,000 to 
$500,000 by declaring $100,000 stock 
dividend. The last annual statement of 
the Southland showed assets $12,369,- 
199, capital $400,000, net surplus $411,- 
241, new business $32,150,037, insurance 
in force $112,826,322. The Southland is 
one of Texas’ most progressive compa- 
nies. 


Big Policy Is Written 


A $1,000,000 policy has just been ar- 
ranged for by the Equitable Life of New 
York on the life of George K. O’Don- 
nell, president of the Consolidated Dairy 
Products Company, New York City, 
making him one of the most heavily in- 
sured men in the country. The policy 
is made payable to the company under 
a trust agreement for the benefit of its 
bondholders. Its purpose is to assure 
bondholders a continuation of a policy 
of expansion by the dairy products com- 
pany. In accordance with the agreement 
this insurance will enable the company 
to liquidate its bond issue immediately 
in the event of Mr. O’Donnell’s death. 








EMPLOYES TOLD THEY 
ARE BEING DEDICATED 


CORNERSTONE WAS PLACED 





History of Great Western Reviewed in 
Connection With Ceremony at New 
Home Office Building 


MOINES, 





Aug. 10.—The corner- 
stone for the new Great Western home 
office was laid Friday. The program 
opened with an address by Henry B. 
Hawley, president, who gave a sketch 
of the organization since its beginning, 
Dec. 31, 1894. Mayor Fred H. Hunter 
told the employes of the company that 
they were being dedicated, not the build- 
ing. The building, he declared, was only 
their tool. He paid high tribute to the 
officers of the concern, and expressed the 
pride of the city in receiving this newly 
acquired addition to the insurance invest- 
ments that have placed Des Moines as 
the second city in the United States as 
an insurance center. 

Commissioner Ray Yenter sketched 
the history of the organization from the 
beginning, and gave excerpts from finan- 
cial statements to show the advance of 
the organization and its splendid condi- 
tion at the present time. 


DES 


Championship Contenders Covered 

Tex Rickard has recently taken out 
$100,000 insurance on both Gene Tunney 
and Jack Dempsey to cover any mishap 
that might prevent either fighter from 
entering the ring for the world heavy- 
weight title match in Chicago Sept. 22. 

Premiums on the policies, arranged 
through Lloyds of London, amount to 
$8,000. The policies will cover any such 
contingency as one of the battlers riding 
to the place of conflict in an airplane. 


Yellowstone Park Popular 


President O. J. Arnold of the North- 
western National Life of Minneapolis 
is in Chicago this week arranging for 
the trip of his agency club to Yellow- 
stone Park, starting next Saturday night. 


The Mutual Trust Life will be in the 
park at the same time, entering two 
hours ahead of the Northwestern Na- 
tional Life, but the trail of the two 
companies will not cross at any point. 
The Northwestern National agents 
starting from Minneapolis will hold a 


business meeting Saturday morning after 
a tour through the head office. The spe- 
cial train will carry the agents over the 
Northern Pacific. The North Dakota 
agents will be taken on at Fargo. The 
Ohio State Life agency club is in Yel- 
lowstone Park this week. 


Dinner to Honor Williams 


Charles H. Parsons, superintendent of 
agencies of the Northwestern Mutual 
Life, entertained the assistant superin- 
tendents at dinner in Milwaukee Aug. 4, 
in honor of Myron H. O. Williams, who 
will leave this month to become gen- 
eral agent at Seattle. Mr. Williams 
was presented with a gift by his asso- 
ciates in the agency department of the 
company. The assistant superintendents 
at the dinner including Mr. Williams 
were John J. Hughes, Urban Poindex- 
ter, John Davies, Roger Clark and W. 
Ray Chapman. 

Mr. Williams has also been the re- 
cipient of a desk and chair from the gen- 


eral agents of the company, following 
action taken at the annual meeting of 
the General Agents’ Association at the 


home office. 


Group Association Meets in Toronto 


Vice-president William J. Graham of 
the Equitable Life of New York, chair- 
man of the Group Association, made up 
of the companies that do practically all 
the group business written in the coun- 
try, announces that the next meeting of 
the association will be held Aug. 16-17 
at Toronto on the invitation of W. A. P. 
Wood, actuary of the Canada Life. 
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Aesop 
and 
Advice 


“This one starts out with a 
funeral but it really isn’t so sad 
or bad,”” began Aesop. 


‘“‘At the funeral of his late pa- 
tient, a certain doctor went 
among the relations saying, 
‘‘Our poor friend, if he had only 
refrained from wine, attended to 
his insides and used proper 
means he would not be lying 
there.” 


*‘One of the mourners answered 
the doctor, ‘My good sir, it is 
of no use your saying these 
things now; you should have 
prescribed them when your pa- 
tient was alive to take these 
things.’’ 


‘“‘The best advice may come too 
late. Here’s some good advice 
which I am giving you in time. 
Ask a Peoples Life man what 
company is offering agents real 
life insurance opportunities in 
the middle west today.” 


With this Aesop went to bed. 





‘The 
OPLES MIFE 
INSURANGE GOMPANY 
LLAANOLS 


SEYMOUR STEDMAN 
President 





G. L. LUTTERLOH 
Secretary & Treasurer 
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INVESTIGATORS GIVE 
THEIR COMMENDATION 





EXAMINATION REPORT ISSUED 


Five Departments Participated in Reg- 
ular Convention Investigation of 
Kansas City Life 


JEFFERSON CITY, MO., Aug. 10.— 
The convention examination of the Kan- 
sas City Life by the insurance depart- 
ments of Missouri, Tennessee, Ohio, 
lowa and Utah, as of Dec. 31, 1926, has 
been completed and the examination re- 
port published. In this report the con- 
dition of the company was shown to be 
excellent and its practices commended. 
There were some readjustments in items 
of the financial statement, but the net 
result was little changed. The exam- 
iners gave the appraisal value of the 
home office building at slightly over $50,- 
000 more than that shown in the books 
by the company, but as the latter did 
not care to take advantage of this ad- 
dition to assets the book value prev- 
iously carried was left unchanged. The 
report showed total admitted assets of 
$43,908,601, and capital and surplus of 
$3,859,916, t the close of 1926 the com- 
pany had in force 155,797 policies for 
a total of $342,840,934. It issued during 
the year $82,850,000 insurance and ter- 
minated from all causes $49,000,000. 


CONVENTION DATE IS CHANGED 


Pan-American Life to Hold One Big 
Meeting at French Lick Springs 
Sept. 8-9 


The Pan-American Life originally 
contemplat ‘ed holding one __ sectional 
meeting of its agents at French Lick 
Springs and another at Hot Springs 
National Park. Now the company has 
decided to combine the two groups and 
hold one big meeting at the French 
Lick Springs Hotel, French Lick, Ind., 
Sept. 8-9. There will be more than 200 
delegates from 18 states. Crawford H. 
Ellis, president; Dr. E. G. Simmons, 
vice-president and general manager; 
Eugene J. McGivney, vice-president and 
general counsel; Dr. Marion Souchon, 
vice-president and medical director; C. 
D. Corey, vice-president and superinten- 
dent of agents, and Ted M. Simmons, 
assistant superintendent of agents, will 
be present from the home office. 





Nicholson Joins Inter-Southern 


Earl Nicholson, formerly in the actuar- 
ial department of the Lincoln National 
Life, has taken a position in the actuarial 
department of the Inter-Southern Life 
in Louisville, Ky. 


National Savings Life Convention 


The annual agency convention of the 
National Savings Life of Wichita, Kan., 
was held Aug. 2-5 inclusive. It was the 
greatest and the largest convention the 
company has ever held. 

One of the outstanding features of 
the program was the Barney Pearson 
school of instruction. Mr. Pearson is 
now employed by the National Savings 
Life as service manager. 


Deming With Hawkeye Life 


M. M. Deming, formerly Iowa State 
manager for the American Central Life, 
has been appointed field supervisor for 
the Hawkeye Life of Des Moines. Mr. 
Deming is a native of Iowa and has 
heen active in local and National asso- 
ciation affairs, having been one of the 
assistants to the president of the Na- 
tional association for the past three 


vears. 





HK. KF. Peters, supervisor for the New 
York Life in the Minneapolis department, 
is in Canada on his vacation, enjoying 
the wilds of the upper woods. 

















SEMI-ANNUAL STATEMENTS—LIFE COMPANIES 


(As Reported to Governor of Georgia) 
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NEW YORK TAX DECISION 
VIEWED AS RADICAL MOVE | 
(CONTINUED FROM PAGE 5) 

2 percent on the whole amount amount- 

ing to over $500. In fact, their New 

York taxes on about $29,000 of real 

estate amounted to nearly $500 more 

under the flat law than residents of New 

York would have had to pay on the 

same amount of property. 





Violated Constitution 


This the court of appeals decided was 
contrary to the constitution of the Unit- 
ed States which holds in Article IV that 


the “citizens of each state are entitled to | 


the privileges of citizens in the several 
states.” 

Upsetting these two features of the 
New York law, both of which were 
supposed to be generous gestures for 


the benefit of the heirs of non-resident | 


decedents, is a real set-back in the cause 
of interstate improvement in inheritance 
taxes. : 

Mr. Ganse expressed the hope that 
between the legislature, the attorney- 
general and the court of appeals, these 
advantages will be straightened out 
within a year or two so that New York 
will still stand among those states which 
are treating non-resident estates fairly. 


BANKERS LIFE SHOWS GAINS 





Passes Three-quarters Billion Mark, 
Gaining $50,000,000 in First 
Half of This Year 





The Bankers Life of Des Moines re- 
ports its total of legal reserve business 
in force on June 30, 1927, as $766,000,- 
000. This is a gain of $50,000,000 for 
the first six months of the year. The 
Bankers Life now has, for the first time 
in its history, more than $750,000,000 of 
legal reserve life insurance in force. The 
total as of June 30, 1927, is nearly four 
times as great as the total at the end 
of 1918. 

At the end of the World War in 1918, 
the company had just over $200,000,000 
of legal reserve life insurance in force. 
That amount has gained steadily from 
year to year until the present total ap- 
proaches the $800,000,000 mark. The 
total has practically quadrupled in eight 
years. 

New legal reserve life insurance paid 
for in the first six months of 1927 was 
$98,787,294. The total for the first half 
of the year is a material gain over the 
corresponding period of 1926, when the 
total of paid-for business for the entire 
year was $158,331,102. The July paid- 


for production of the Bankers Life Com- | 


pany was $8,405,413. 


The Union Labor Life has been li- 
censed in Virginia with principal office 
at Norfolk in charge of John W. Ross. 


| SHERIDAN LIFE STARTS 
WRITING SEPTEMBER 1 

(CONTINUED FROM PAGE 5) 
standard life forms on the participating 
and non-participating bases. The actu- 
arial work for the company is being 
done by Height, Davis & Haight of 
Indianapolis. Mr. Daniels states that 
the company will son complete contracts 
|for two reinsurance connections. 

Organization of the company, Mr. 
| Daniels said, began in April, 1926, and 
has progressed steadily until the present 
time. He said further that although for 
the present the company will confine its 
activities to Illinois, it will enter other 
states when the time for expansion is 
ripe. 


| EXCELLENT SHOWING IS MADE 


Life & Casualty of Chicago Writes $12,- 
000,000 in 18 Months on 
| Rural Risks 


The Life & Casualty of Chicago 
| which was organized in February, 1926, 
reports that it has placed on its books 
over $12,000,000 of life insurance in less 
than 18 months and has now increased 
its total assets to over $595,000. This 
company, which specializes in rural risks, 
has maintained a pace of practically 
$700,000 per month without the aid of 
city business and with only Illinois ter- 
ritory to draw upon. 

The Life & Casualty is a running mate 
to the Mutual Casualty of Chicago, an 
accident and health company which is 
officered and directed by the same men. 
L. H. Branch is president, M. A. Kern, 
vice-president, and L. D. Kern, secre- 
tary-treasurer, being in active charge. 
Both companies write business in IIli- 
nois only, though plans will soon be 
made to enter other middle western 
states. Every effort is being made by 
the management to establish both com- 
panies as purely rural institutions and 
for that reason no campaign is being 
made to acquire city business. An ex- 
cellent business is being enjoyed by 
both organizations, the assets and sur- 
plus of the combined companies now 
exceeding $1,000,000. The casualty com- 
pany, like its associate life company, 
restricts its activities to the writing of 
business for farmers and rural business 
men, having made rapid progress and 
reporting a premium income in excess of 
$354,000 in 1926. The writing of $12,- 
000,000 of new life business in less than 
18 months, when this business is confined 
purely to rural sisks and only one state, 
lis a noteworthy achievement. 





Connecticut Mutual Meeting 


The Connecticut Mutual Life will 
hold its regional convention for the cen- 
tral part of the country at the Edge- 
water Beach hotel, Chicago, Sept. 15. 








SESSIONS WILL BE 
CONDUCTED IN HOTEL 





ACCOMMODATIONS ARE AMPLE 





Rooms Are Available for General and 
Special Gatherings of National 
Association 





In connection with the plans for the 
annual meeting of the National Asso- 
ciation of Life Underwriters at Mem- 
phis, Oct. 12-14, it has been announced 
that most of the convention sessions wil 
be held in the Hotel Peabody, which 
has been selected as convention head- 
quarters. The main ballroom, utilized 
as a convention room, is large enough 
to accommodate the principal sessions. 
This is surrounded by rooms of varying 
sizes, which can be utilized for group 
sessions. 

The plan of having the meetings at 
the headquarters hotel is expected to re- 
sult in a larger attendance than when 
the delegates have to go some distance 
to reach the convention hall, as has 
been the case at some previous meetings. 

The general convention sessions wil! 
be held Wednesday afternoon, Thurs- 
day morning, Friday morning and Fri- 
day night, the latter session taking the 
form of a monster mass meeting at the 
municipal auditorium. The speakers for 
this session have not yet been an- 
nounced, but it is stated they will be 
such as to make it well worth while for 
all those in attendance to remain for 
this closing session. 

A group session for women under- 
writers is scheduled for Thursday after- 
noon. An agency management group 
meeting will be held at the same time 
and possibly a group meeting for repre- 
sentatives of weekly premium com- 
panies. An all-star producers’ session 
will be held Friday afternoon. Another 
sectional session, which is expected to 
be of great interest, is the “million dol- 
lar round table,” the exact time for 
which has not yet been fixed. 

The question of insurance and avia- 
tion will probably be one of the sub- 
jects discussed at the mass meeting and 
it is stated that overtures have been 
made to secure one of the leading avia- 
tors of the country as a speaker on 
that subject. 


PLAN DALLAS MEETING OF 
AMERICAN LIFE CONVENTION 


Harry L. Seay, president of the South- 
land Life, was a visitor to the American 
Life Convention headquarters in St. 
Louis last week and conferred with 
Claris Adams, secretary and general 
counsel, on plans for the annual meet- 
ing to be held in Dallas. Mr. Seay is 
a former president of the American Life 
Convention and was apnointed by Pres- 
ident H. M. Woollen as a member of 
the special committee to arrange the 
program for the Dallas gathering. 

As is customary, the first two days 
will be devoted to the work of the Legal 
Section and the last three days to the 
meeting of the main body. Advance 
interest in the 1927 meeting indicates 
that it will be the largest ever held 
the American Life Convention. The 
program, details of which are not ready 
for release as yet, is being arranged with 
a view of measuring up to the impor- 
tance and size of the forthcoming meet- 
ing. 

Mr. Seay has also been active in the 
local arrangements for the care and en- 
tertainment of the delegates and other 
visitors to the 1927 meeting and he has 
promised that there will be nothing 
lacking in that respect. All of the Dal- 
las life companies are cooperating to 
make the meeting a success. 


Aetna Life Convention 


The Aetna Life will hold its agency 
convention this year at Kenilworth Inn, 
Asheville, N. C., starting Sept. 19. 
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| YOUR OPPORTUNITY 
District Managers—General Agents 


ILLINOIS 
COMPANY 


Splendid Inducements 


We've had Twenty Years consistent growth and are 
now ready for a Broader Expansion Program. 


Home Office Cooperation—Up-to-date Policies. 


Operating in Iowa — Minnesota — So. Dakota — 
Nebraska. 


Write us in confidence to see if our desires and 
Qualifications are Mutual. 


A Clean Record — Ability — and a willingness to 
work hard are the most essential Qualifications. 


Address B-23, c/o 


THE NATIONAL UNDERWRITER. 





(lt 


























W. L. MOODY, JR. W. L. MOODY, Ii 
President Vice President 
SHEARN MOODY T. L. CROSS 
Vice President Vice President 


AMERICAN NATIONAL INSURANCE COMPANY 


HOME OFFICE: 


GALVESTON, TEXAS 


W. J. SHAW 
Secretary 





$423,968,907.00 INSURANCE IN FORCE 
We Have Openings for Live Men in 


California Michigan Tennessee 
Colorado Minnesota Texas 
Georgia Missouri Virginia 

Kansas North Carolina Washington 
Kentucky South Carolina West Virginia 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and 
Special Low Premium Plans Offering 
New and Attractive Features. 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


Agency Manager, Ordinary Department 


GALVESTON, TEXAS 
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FOR 


ILLINOIS AGENTS 


Che Citizens National 


N the fourth floor of the Metropolitan Building in East St. 
Louis, the home office of a new life insurance company is 
now established. 


This new company may hold the key to successful life insurance 
selling in Illinois for you. It is an Illinois company for Illinois 
agents. Its name is the Citizens National Life Insurance Company. 


What the Citizens National Life 
Has to Offer You 


To men who are desirous of making life insurance their vocation, 
the Citizens National Life offers an attractive agency contract and 
a line of life insurance policies designed to meet every possible need. 


A New Policy You Can Sell 


In addition to the attractive line of regular policies a special 
Charter Policy is being written. The many attractive features of 
this contract will be of material aid in closing those so-called hope- 
less cases. 


A Company Worthy of Confidence 


The Citizens National Life is new only in its organization. For 
the men who are at the helm and those responsible for its inception 
are either seasoned insurance men or successful and respected busi- 
ness executives. 


As the officers and directors of an organization are a good guide to 
the integrity and the competency of that company we are proud to 
submit the names and affiliations of the officers of the Citizens 
National Life. 








President—J. G. BARDILL, former State 
Senator and Vice-President, State & 


Trust Bank of Highland, I. 


First Vice-President — E. N. MICHAEL, 
President Michael Lumber & Hardware 
Co., and Vice-President Troy State Bank 
of St. Jacob, IIL 


Second Vice-President—NEAL K. BOND, 
Merchant and director of Third National 
Bank, Mt. Vernon, It. 


Treasurer — GEORGE N. GUNDLACH, 
Co-Owner of the Gundlach Grain Drill 
Mfg. Co., Belleville, Ill. 


Secretary and General Manager—GEORGE 
KABURECK, formerly Vice-President 


and Field Manager of the National Pro- 
tective Life. 


AMERICAN LIFE 
REINSURANCE CO. 


OFFICES 


DALLAS, Home Office Building 
CHICAGO, 29 S. La Salle St. 





We should like to explain 
to every man interested in 
a life insurance connec- 
tion who is not at present 
affiliated with any life in- 
surance organization, just 
how the Citizens National 
can supply the key to suc- 
cessful life insurance sell- 
ing in Illinois. Write 








Prompt Service From Both Offices George Kabureck, general 
Maximum Security to Treaty Holders —_- complete in- 











MORTON BIGGER 
Secretary 


BERT H. ZAHNER 
Chicago Manager 


M™FFHINT FP FRATAY 


NATIONAL LIFE INSURANCE CO. East St.Lovuts ILL. 
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A. C. BIGGER 
President 


C. W. SIMPSON 
Medical Director 


MERLIN OATES 
Actuary 
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Capable Man for Life Department 
Wanted 


Chicago Insurance Agency desires service 
of well trained and capable man for Life 
Department. Replies will be strictly con- 
fidential. Address B-74, care The National 
Underwriter. 








AN ASSISTANT MANAGER 
IS WANTED 


for one of the largest and most suc- 
cessful life insurance General Agen- 
cies in Southern California. Qualifi- 
cations: Age not over 37; reasonable 
amount of successful experience in 
selling and in Agency office work. 
Experience in engaging and develop- 
ing agents most desirable. Permanent 
salaried position for right man. Ref- 
erences required. Address with full 
particulars B-65, care of The Na- 





tional Underwriter. 








| H. G. 








RESIGNATIONS 
A. Eubank, 


AETNA LIFE 
The ag pean of Gerald 
one of the New Y 


the Aetna Life, Brown, 


and James R. 


AS SEEN FROM NEW YORK 


BY G. F. WILLISON. 


| 


York general agents of | 


| recently appointed head of the uptown | 


company are only coin- 
have no bearing on each 
other. Mr. Eubank announced that he 
was resigning and with him will go 
Matthew F. Payne, John J. Gordon and 
Henderson, who 
assistants. Mr. Eubank, 


| agency of the 
cidences and 


chief together 


| with his former partner, Hugh D. Hart, 


WHAT’S AHEAD? 


That question is in the mind of every am- 
bitious man. It’s in your mind. 

If the answer does not ~ t will pay 
to learn the advantages of aft underwriting 
contract with Fidelity. 

Fidelity originated the disability income for Liles 
double benefit gy and the “ ie” 
plan. It operates in forty cate « on a 
net premium basis with more than to anon 1" 
assets and over $343,000,000 insurance in force. 

More than 36,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 











made a the 


phenomenal success of 
Aetna Life in New York City, 
ing there without any previous experi- 
ence in that section. Mr. Eubank has 
not announced his future plans, but it 
is anticipated that something choice will 
fall his way. 
+ -@ 
BOOST FOR SALARY SAVINGS PLAN 


insurance is based on 
maxim of “saving a 
mickle to mak a muckle,” according to 
Florence Provost Clarendon, secretary 
of President Henry Moir of the United 
States Life, in an excellent article on 
the subject appearing in the insurance 
section of the “Building Your Future 
Income” department of the “Magazine 
of Wall Street.” After clearly describ- 
ing the principles and the mechanics of 
the typical salary savings plan, the 
writer goes on to say: “With the inclu- 
sion of additional accidental death bene- 
fit and the disability benefit, at small 
extra premium cost, this opportunity for 


Salary savings 
the old Scotch 


both go- | 
= | event of 





AGENCY SUPERINTENDENT 
Wanted by a large fast-growing 


eastern company. 


Must have 


experience both in Home Office 
and Field work, and have been 
successful in both. An exception- 
al opening for a properly qualt- 


fied man. 


Address in confidence 


B-68, care of Natl. Underwriter. 








ALAMO LIFE INSURANCE COMPANY 


Graham Dowdell, Pres. 





expansion and growth. 





A progressive up-to-date company with a program of 
All Texas is our field. 





“The Fast Growing Company of the Southwest” 
San Antonio, Texas 











Incorporated 1871 





JOHN G. WALKER 
Chairman of the Board 


The Life emmnes Company of Virginia 


Admitted Assets, Over Fifty-One Million Dollars 
Insurance in Force, Over Three Hundred Million Dollars 
Payments to Policyholders in 1926, Over Three and One-Half Million Dollars 
Total Payments to Policyholders Since Organization, Over Forty-Three Million _ 


Richmond, Virginia 


BRADFORD H. WALKER 
President 

















| tages; to the 


have been his | 


| him that receives. 





| asked if he 


| side. 
| he said, 











obtaining family protection with pre- 
mium payments met with comfort and 
ease through regular salary deduction is 
one which appeals strongly to both em- 
ploye and employer. To the employe 
because of its many individual advan- 
employer because it 
feeling between 


broadens the friendly 
benefit the 


him and his staff, tends to 
general conditions of office and plant, 
gives an added stimulus to effort for 
greater progress, and—like the ‘quality 
of mercy’—blesses him that gives and 
With this protection 
which provides support for his family in 
his untimely death, and builds 
a fund for himself if he lives on to old 
age, the wage earner goes forward with 
higher courage and greater confidence in 
himself and his future. He acquires the 
independent attitude toward life which 
thrift always produces. He has saved 
a mickle to mak a muckle.” 

i ae 
LIBRARY FOR NWN, Y. 


According to Secretary F. P. McKen- 
zie in speaking before a recent meeting 
of the executive committee, the rela- 
tively slow growth of the New York 
Life Underwriters Association — which 
now has approximately 2,000 members, 
an imposing total for any city but this— 
can be attributed largely to the fact that 
too many committee and association 
members have adopted the slogan, “Get 
more members and we'll give them more 
service.” Insisting that the slogan 
should be turned around to read, “Give 
more service and we'll get more mem- 
bers,” Secretary McKenzie submitted a 
long list of recommendations for the 
greater efficiency and usefulness of the 
association and persuaded the executive 
committee to accept most of them, one 
of the most important being the estab- 
lishment of a new insurance library and 
reference bureau. “The association is 
supposed to be a clearing house for 
ideas, an information bureau,” he de- 
clared, “and yet we haven't even the 
tools with which to work.” This great 
deficiency will soon be remedied by the 
new service department and complete 
insurance library, which will contain all 
standard books on the subject and such 
invaluable publications as the Diamond 
Life Bulletins and others. Members will 
not be allowed to take books from the 
library, as it is to be used strictly for 
reference purposes, 

* 6&2 
JOE BUTTON NOT AN EQUESTRIAN 


Vice-President J. V. Barry of the 
Metropolitan again had a chance to play 
his favorite role of good samaritan re* 
cently when he _ ey Insurance 
Commissioner Jos. Button of Virginia to 
his home in Richmond from the meeting 
of the executive committee of the insur- 
ance commissioners at Cincinnati, where 
they were the guests of Vice-President 
Chas. F. Williams of the Western & 
Southern Life. Col. Button in a spirit 
of fun attempted to ride an old horse 
out at Cody’s farm in Kentucky where 


ASSOCIATION 


Mr. Williams was entertaining his 
guests, and fell off, with some injuries, 
not very serious, to his anatomy. So the 
saatoy tagpanet vice-president was de- 


layed in getting back to New York for 
a few days. 
* * * 
COMMENT BY E. E. RHODES 


Vice-President E. E. Rhodes of the 
Mutual Benefit, returning from his trip 
to Europe, where he attended the Inter- 
national Congress of Actuaries, was 
had any distinct reactions 
regarding life insurance on the other 
“- have one very distinct reaction, 

“and that is an admiration for 


| the British life companies and their ex- 


ecutives.” Reports by Americans of the 


British life business have not always 
been so favorable. “They are a splen- 
did set of officials,” he said. “While 


| most of the executives are also actuaries, 
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they are much more than actuaries. 
They are giving admirable returns and 
service to their policyholders. It is true 
they do not seek business the way we 
do but that is because the British type 
of mind is different from the American 
type. The American’s chief interest is 
to see something grow. The British life 
official is concerned with the results he 
can accomplish for his policyholders and 
so long as life insurance is made avail- 
able for those who want it he feels he 
is doing his duty. It is the difference 
between the English and the American 


mind.” Mr. Rhodes enjoyed his trip 
thoroughly and besides visiting Edin- 
burgh and other places with the life 


about ten days in which to 
on his own account. 

* 
FORESEE 


officials had 
“look around” 


DID NOT DEVELOPMENT 


Speaking of home office buildings of a 
generation ago, when John A. Met all 
built the New York Life marble pal ace 
at 346 Broadway he doubtless felt he 
was anticipating the growth of Broad- 
way and would be right in the midst « 
things a few years hence. But he could 
not forecast the astonishing development 
of the neighborhood of 42nd street and 
the complete hurdle of the New York 
Life building and its section, leaving the 
marble palace as the sole adornment of 
its drab surroundings. At that, no doubt, 
the building at “346” will prove a good 
investment for the company and there is 
some talk of its purchase by the city. 

* * * 


COMMENT ON HOUSTON'’S ELECTION 


Life insurance company officials gen- 
erally in the east speak very favorably 
of the election of D. F. Houston to the 
presidency of the Mutual Life. They 
take it that the Mutual, which has al- 
ready shown signs of doing bigger 
things in the business, will under its 
new president decidedly accentuate this 
tendency. Mr. Houston’s previous ex- 
perience should make him almost the 
ideal president for a great company like 
the Mutual Life. A_ university president 
and educator, an editor and one of the 
finest statesmen of the land, it will be 
surprising if he does not make a large 
impress on the life insurance business, 
particularly as the Mutual Life is ready 
for greater progress. One cannot go 
about Greater New York among the 
larger companies and note the great ac- 
tivity and growth on every hand, the 
wonderful new Gibraltar building of the 
Prudential, that unique and beautiful 
new home of the Mutual Benefit, the 
New York Life’s new building plans, the 
way the Equitable is fast taking up the 
space in its new building, etc., without 
wondering whether the time is not far 
distant when the Mutual will fall into 
line and give up its building on Nassau 
street which it has occupied for so many 
years. There is naturally some talk of 
this around the company’s home office 
but nothing but talk thus far. 

ee 


LOVELACE AND HIS NEW JOB 


An interesting man in New York, new 
among company officials in the city but 
well known, is Griffin M. Lovelace, vice- 
president of the New York Life, who is 
now working into his new duties at 
346 Broadway. Like Dr. Stevenson of 
the Equitable, he has made his impress 
on the life insurance world through the 
educational channel. He will have much 
educational work to do with the New 
York Life also. That company was 
probably the first to issue an agent's 
educational bulletin, the first to grasp 
the fact that agents could really be 
helped by mail. The companv has al- 
ways been in the forefront in furnishing 


educational and sales matcrial, but the 
tremendous strides of some other com 
panies along this line doubtless had 


something to do with inducing the com 
to still further augment its forces 


pany 
by the addition of a man of Mr. Love- 
lace’s fine calibre. The New York Life 


is distinctly stronger in this field by 
reason of securing Mr. Lovelace’s serv- 
ices, besides which it secures an execu- 
tive of broad experience and very wide 
acquaintance. 











| 
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SERVICE and CO-OPERATION 


is our plan for the building 
of this Company. 


WE KNOW YOUR PROBLEMS; THEREFORE 
WE CAN MAKE IT PROFITABLE TO YOU 


A TOWER OF STRENGTH 


Insurance in Force 
$1,250,000,000 





| REE tha s0dctnensdntaceodndsene cen $345,000,000 


If you are looking for 
an ee SURPLUS AND CONTINGENCY 
PEN had anand scndsacnadidanadae 45,000,000 


MODERN LIFE | TOTAL LIABILITIES ................ 300,000,000 
(Including Paid-up Capital) 


INSURANCE COMPANY 


Interest on Policy proceeds, profits, etc., 
of Minnesota 


left with the Company 
St. Paul Minnesota 5% 


Cc. D. MAC LAREN M. A. NATION 
President Vice President and General Manager 








Total investments in United States securities 











exceed $125,000,000 





**Prosperous and Progressive” 


SUN LIFE 
ASSURANCE COMPANY 


of CANADA 








Security~— 


@ When the Mutual Benefit was 


organized in 1845 there were only 


























a few Life Insurance Companies 
in the United States. Through 
the Wars, Panics and Epidemics 


1} 
| 


| THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS | 
Arthur E. Childs, President 





of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 
surance. 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. ] 
Organized 1845 





Columbian National Agents can 
offer the best in | 


LIFE, ACCIDENT, AND HEALTH INSURANCE 


Columbian National Policies 
make selling easier 

















Policies backed by ame of the very strongest companies in the country, having 
ample capital, surplus and highest standard of reserves. Exceptional opportunity 
is offered to salesmen of character and ability. Communicate at once wit 








AGENCY DEPARTMENT, 
77 Franklin Street, Boston. 











Think It Over! 


The Summer is here, vacations are close by and 
consideration of business changes is deferred until 


aaa mbes — 


TWENTY YEARS 











ae — Rn x you ample —_ in — to — and the YOUR OPPORTUNITY 
the advantages of life insurance salesmanship as agains 
the salaried position in office or shop,—to contrast out- CONFIDENCE of ——— ewes comeee, a 
doors with indoors, freedom with timeclock, income limited POLICYHOLDERS oo A oceans a, S Soe 
only by your industry and intelligence with income fixed annaee portunity to keen men of organizing 
by the market price for clerical labor, mental broadening and selling ability. Our State Agent 
with mental stagnation, business prestige with business OUR AGENTS contract and Genseet Agency con- 
submission. Consider these things carefully during the THEIR OWN FUTURE a we Ba y+ gg a 
Summer months, and make up your mind that when Fall is SECURE pany has openings in Missouri, 
comes you will enter the larger life. we Iowa, Illinois and Minnesota. As- 
The PENN MUTUAL welcomes men and women who Write for surance of integrity and recommen- 


have ideals, are ambitious, and, above all, who are indus- 
trious. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Founded 1847 


“FOURTEEN POINTS” 


A. M. Hopkins, Mer. of Agencies 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 























dations required. Give full history 
of past and present avocations in 
first letter. If possible, forward 
recent photograph. All correspond- 
ence will be held in strict confi- 
dence. All contracts will be person- 
ally supervised by President. Ad- 
dress Lock Box 320, Lincoln, 
Nebraska. 
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Regret Over the Retirement 


GERALD A, EuBaNnK of 


of the general agents of 


[Ht that 
New 


the 


news 
York, 
\eTNA LiFe, 
gret to the life 
true following the 
Hucu D. Hart of 
EUBANK became 
Lire. 


one 
had resigned brings re- 

This 
recent 


insurance world. 
rticularly 
resignation of the 


Hart & 


president 


agency, who 


vice- of the PENN MUTUAL 


the Hart & Eupank agency was read 
with avidity. What Mr. Eusank or Mr. 
Hart said was listened to attentively. 
In the eyes of the life insurance agents 
of the country they became life insur- 
ance generals. They strode across the 
horizon with seven league boots. They 


accomplished something that seemed tre- 
They made a dent in life 
surance in New York City that was felt 
the Battery up to the farthermost 
boundaries of the great metropolis. Not 
a life man who had a scintilla 

knowledge about the Hart 
& EUBANK agency. 
did 
men spoke. 


mendous. 
from 


insurance 
but knew 
It arranged a splen- 
which able 


series of meetings at 


They invited all life men in 


Out of their office came 
The life in- 
world regretted to see Hart & 
EUBANK separate and will regret now to 


partner out of this 


to hear them. 


a lot of valuable material. 


surance 


have the remaining 


great agency, which made so much his- 


tory in a few years. 


Bread and Water Laws 


HvucuH Hart and Geracp Evpank started 
in New York together for the AETNA 
Lire and did a magnificent piece of work. 
Mr. Evepank came from Detroit, where 
he was manager of the CANaApa Lire and 
Mr. Hart was down at Little Rock with 
the Aetna Lire general agency. 

They had never operated in New York. 
In a short time they became national 
figures. Perhaps there was no agency 
on which the eyes of life insurance men 
were centered so much as this. Both 
nen spoke before life insurance gather- 
ngs. There was a romance about their 
yperations. Their meteoric rise was so 
henomenal. Anything that came from 

Dut the discovery of an old law in 
the Ohio statute book, unearthed by 
Wintiam C. Sarrorp, Ohio superintend- 
ent of insurance, insurance agents in 
t ite may be subject to bread and 
water diet at the expense of the state in 
the event of delinquency in the payment 


unty taxes by their companies 


This most unusual law was discovered 


penalty is imposed for delinquency in 
the payment of taxes to any county by 
the company represented, the penalty 


being imposed upon the agent within the 


county boundary. It is not anticipated 
that Mr. Sarrorp will bring out 
to hold 


companies, 


this law 
agents and 
the 


the 


as a cudgel over the 
but it illustrates 
condition of 


anti- 


quated many of state 





in- | 








Frank F. Weidenborner, agency as- 
sistant at the head office of the Guar- 
dian Life of New York, and one of the 
popular men in the organization, 
his bride to the agency club meeting 
in Chicago this week. 


that Mr. Weidenborner had become a 
bridegroom. The happy pair were 
called before the speaker’s table by 


Vice-President T. Louis Hansen at the 
day night, 
ples, newly wed. 
given an exquisite corsage bouquet. Mr. 
Weidenborner was formerly connected 
with the Provident Mutual in St. 


Robert F. Palmer, Chicago general 
agent for the Berkshire Life, returned 
this week from an 8,000 mile overland 
motor tour, which was his honeymoon 
trip. Mr. Palmer was married on June 
28 to Miss Mary Oppedahl at the home 
of her mother in Eagle Grove, Ia. O. D. 
Richardson, Mr. Palmer's agency 


visor, was the best man. After the wed- 
cing, Mr. and Mrs. Palmer continued 
west on their honeymoon, motoring to 
Los Angeles via Salt Lake City and 
Lake Tahoe and returning via Portland 
and Yellowstone Park. 

Mrs. Mary FE. Drew, wife of A. A. Drew, 


Chicago general agent of the Mutual 
Benefit, died suddenly at the Evanston 
| hospital on Sunday, following an opera- 
tion. Mrs. Drew’s death was unexpected 
and was a shock to her friends and 
relatives. She was the mother of Mrs. 
A. S. Ingersoll, the wife of Mr. Drew's 


| inally 


»y Mr. Sarrorp to apply to agents for codes. Mr. SArForp says that Ohio has 
expre telegraph, telephone or insur- undoubtedly made great strides deal- 
ice companies and to impose a fine of ing with crime and restraining the crim- 
#100 to $500 or imprisonment in the inally inclined, but not yet has it gotten | 

nty jail on a bread and water diet entirely away from the dark age pun- 

not more than 30 days or both. The ishment. 

Touch of the Haman Hand 

One of the companies calls attention to him to the ranks, offer their services in 
he fact that in some organizations there any case which may be in their territory 

a custom established by general agents When these new general agents come 
that is very conducive to solidifying the to an agency conference or convention they 
organization, increasing the good feeling anticipate with keen pleasure meetings 
and cementing the ties. When an appoint- with the others. They know that they 
ment of a new general agent is announced will be made at home at once in their 
the other general agents send him a let- business family This is just a little 
ter of good wishes and fraternal greet human touch in an agency organization 
ings rhey wish him success, welcome that is worth while 


People Are Buried Alive 


official said the other day 


are many people that are being 


AN insurance 


buried alive. He modified this by saying 


that they are buried alive in their own 


. 


business. This is probably true. Some 
men are so absorbed in their own small 
circle that they fail to see the bigger 


things about them. 


assistant in the Chicago office Another 
daughter, Miss Winifred Drew, and two 
brothers and a sister survive her. 

A farewell dinner was given Saturday 
evening by the Indianapolis Life for 
Elder A. Porter, who recently resigned 
as actuary of the company to go with 
the Clarence Hodson Company of New 
York. President Frank P. Manly of the 
Indianapolis Life acted as toastmaster 
and a number of local actuaries and 
officers of local companies were present. 


Vice-President Frank H. Davis, head 
of the agency department of the Equit- 
Life of New York, while on a vaca- 
the west was unfortunate to be 
in an automobile accident resulting in 
his getting a good shaking up. He 
suffered no serious injury. On his re- 
turn to New York, however, he was ad- 
vised to take a longer than he orig- 
contemplated. 


able 
tion in 


rest 


Louis J. Fohr, general agent in Chi- 
cago for the Connecticut Mutual Life, 
left with his family last week for a vaca- 
tion in Colorado. He will return to 
Chicago about Aug. 20. 

Commissioner Joseph Button of Vir- 
ginia, who sprained muscles in his back 
when he suffered a fall in the act ot 
mounting a horse at the recent meeting 


of the executive committee of the Na- 
tional Convention of Insurance Com- 
missioners in Cincinnati, has about re- 
covered from the injury. He fell on his 
back when the girth of the saddle 
slipped when he placed his foot in the 
stirrup 

William C. Winter, who has taken 
office as manager of the newly estab- 
lished branch office of the Connecticut 


General Life at Richmond, Va., is a 
graduate of Columbia University and one 
of the younger men in the business who 
has achieved a position of distinction. 


Mr. Winter served overseas and upon 
his return entered the insurance busi- 
; ness as a field assistant in Virginia and 
later in Philadelphia He joined the 
Connecticut General as an agency as- 
sistant and for the past few years has 


recently opened a 


been engaged in the development of sal- 
ary savings in the field. The companv 
branch office in Rich- 


took | 


But few knew | 


| banquet at the Edgewater Beach, Tues- | 
along with two other cou- | 
The brides were each | 


Paul. | 


super- | 





nine 





WINTER 


WILLIAM C, 


mond, placing Mr. Winter in charge, to 


succeed the general agency over which 
W. S. Drewry and G. W. Daingerfield 
were in charge prior to their retire- 
ment. 


W. M. McKercher, general agent in 
Sioux City, for the Northwestern Mu- 
tual Life is now recovering from an 
operation and expects to be back at his 
desk this week. 


Charles E. Johnston, assistant secre- 
tary of the Phoenix Mutual Life, has 
completed his 25th year with that or- 
ganization. Upon returning from his 
vacation he received a large bouquet of 
roses in recognition of his quarter-cen- 


tury of service for the company. 
Mr. Johnston joined the Phoenix Mu- 
tual in 1902, two years after his gradua- 


tion from Wesleyan. He had spent part 
of the intervening time as instructor of 
mathematics at Black Hall Academy. 
Mr. Johnston entered the actuarial de- 
partment when he first joined the com- 
pany and was made head of the plan- 
ning department ten years ago. In this 
position he did the planning, ‘not only 
tor the home office, but also for nearly 
all of the branch offices of the com- 
pany throughout the country. In 1918 
he was elected assistant secretary, the 
position he now holds. 


Fred B. Mason, formerly Chicago gen- 
eral agent of the Aetna Life and now 
a member of the S. T. Whatley Chicago 
general agency of that company, is ill 
at his home in Chicago, having suffered 
a paralytic stroke about two weeks ago. 
He is reported to be improving and is 
expected to be back at his office within 
a few weeks. Mr. Mason is the son of 
Ira J. Mason, who also formerly was a 
veneral agent of the Aetna at Chicago. 
Fred Mason has been president of the 
Chicago Life Underwriters Association 
and for years was secretary of that or- 
ganization, 


Charles H. Parsons, superintendent of 


agencies of the Northwestern Mutual 
Life, and Mrs. Parsons have left for 
their annual summer vacation. They 
went to Dayton, O., where they were 


joined by J. M. Markham, general agent 


of the company there, and Mrs. Mark 
ham, and the party will motor through 
the New England states. 


\t a recent meeting of the directors 
of the Eureka-Maryland Assurance 
Robert B. Ennis was elected a member 
He of the successful men of Bal- 
timore, and is prominent in its social, 
political and commercial life. 

Mr. Ennis was born in Baltimore and 
educated in its public Begin- 
his career with the 26 years 


is one 


schools 
“Sun” 
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ago, he resigned to accept the secretary- | |-—— x 
ship of the Arundel Corporation, a na- 
tionally known contracting organization. | 
Mr. Ennis is also president of the 
board of election supervisors and a di- 
rector of the Sun Mortgage Company. 





President Haley Fiske of the Metro- 


politan Life and Mrs. Fiske returned Eastern | ennessee 
home last week along with other distin- 

guished travelers on the Berengaria after | 
4, summer spent in England, where they 

attended the Anglo-Catholic Congress. 

The New York “Herald-Tribune” car- 


ried a large photograph of them “return- Th ree factors point to Eastern Tennesse > aS 
g on the _Berengaria with two addi- : x 
ns to their household,” the additions the next center of great industrial development. 
ng two fine dogs which were tar trom 
ishful in the presence of the photog- ™ 2 asain 
rapher. a 1. Water power for nearly two million 
Arthur Levy, associated with the A. horsepower development. Power 
O Swink general agency of the At- ri 
lantic Life at Richmond for nearly 20 and chemical companies are already 
years, has a sense of humor above that ¥ i 7 
lotted the ordinary man. In an article seeking sites. 
rom his pen appearing in the current 
issue of “Tabasco,” agazine of the ‘ ° 
Ric] a * en Club, he comains me 2. Great Smoky Mountain National 
the name of the South Atlantic Life was : 
oe SO ee ee se Park, now being purchased under 
aiter he became identified with it. One to : : 
ra "age agen sore rie hee an act of Congress, will bring hun- 
to the fact that the initials “A. L. I. E erses : 
7. ieee dae coke dar dees te dreds of thousands of visitors to this 
Insurance Company but for Arthur —.. ‘ , 
ee, a ee region annually. 
" also explains how the agency adopted . P ° 
i the slogan, “Honestly, it's the best 3. Vast store of mineral wealth. 
% policy. [The suggestion came from 


Thomas B. McAdams, Richmond bank- 
er, inspired by his own experience with 


These are reasons why Knoxville, Johnson 

















the policy contracts of the company. | 
” { 1 : ompany. | ‘ ° ; . ; " 
1. Mr sae mos a former president of City and neighboring cities 1n Eastern Tennessee 
a the merican Bankers Association, is ‘ ° 
™ now a director of the company. are prowing SO rapidly. 
Robert H. Beard, general agent in | - 
( icavo o he - zs »Ticz ife of >tr ¢ > >< , , ~_ — ~<r 
’ icon licen, Seek Emenee ie ell They are reasons why District Agency op 
s / 7 88 - | 4 ; : 
with a 17-inch solid sil oving cup ities WI > Linc lation: ife i 
- ate Tanke Menge Mgt Msg Bo portunities with the Lincoln National Life in these 
is NS ee oe eae Deen i . ; ; : 
of prodaser im the company’s Seneut “predt. | key cities of this new industrial development are 
2 tis nontl campaign. Mr. Beard . 
paid for more personal business than any ? thile 
= other agent or general 2gent of the com- sO W orth “ hile. 
vd pany. Mr. Beard has rounded out five | 
rt years as general agent for the company, 
of during which time he has built up a 
y. large agency force. The agency itself 
le- ualined tor second place in this cam- | 
je oe | LINK UP(())witH THE (()) LINCOLN 
in- iain . _— 
his _ Darby A. Day, Chicago manager of 
sly the Union Central Life, is one of the 
ely sponsors for the new Bankers Lunch 
e Club that is to be located on the 24th : 
m 
18 and 25th floors of the new Bankers Address either 
the muilding at Clark and Adams street, 


icago. This club il ve similg o ‘ a7 TO ‘ 
reg ge Bey hy lial MR. L. C. EVANS, General Agent 
en- . ee ee 603-4 Caldwell Building 


nal Fidelity Life of Kansas City. is | I. 2. ' oe 
0 cel ng: Rage aie Be gala 5 Mao Nashville, Tennessee 


r appendicitis. 


red 

og Addison H. Hoover, for a number of | Or 

| is veare Be A] ad , alis salle 

bin _ a2 —, Alamec a, erty agent, 

a - sude en yt ne re trom heart disease. 

23 organized the Sovereign Fire and | 

ae. vereign Life in Toronto some 15] The 
she vear ; ago He organized the ( alifornia 

a Standard Life in San Francisco some 


or- irs later 





Lincoln National Life 


t of LIFE AGENCY CHANGES 














tual ] ( : 

vere cians | 

— Newly Appointed General Agent of the ” " - 

— Aetna Life in New York | Its Name Indicates Its Character 
City Quits | 

on samen. ean te ot ee Lincoln Life Bldg. Fort Wayne, Ind. 


iber tte in New York City, located at the | 
Bal- ith street office, tendered his resigna 
rcial, tion last week following the resignation 
t Gerald A. Eubank of the downtown 
Mice Officials at the head office of the 


egin- \etna Life declined to make any com- | 
years 


More Than $485,000,000 in Force 


and 
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ment on these resignations. Mr. Brown 
has been connected with the Aetna Life 
for 17 years. He started as an agent 
in Boston in 1910, then became a super- 
visor and later served under Kendrick 
A. Luther, now agency vice-president, 
when the latter was general agent in 
Boston. He became manager of the 
local group department there. In 1921 
he went to Indianapolis as group gen- 
eral agent, moving in a short time to 
a similar position in Chicago. In 1923, 
he was moved to New Haven to be- 


come general agent of the company re- 


maining there until he was nape ge 
to New York to take charge of the 
newly formed agency er tot oe the 


resignation of Hugh D. Hart of Hart & 
Eubank and the decision of the company 
to appoint five general agents for 
life department in New York City 
stead of one. 


in- 


TYNDALL & SON APPOINTED 


Well Known Insurance Firm at Colum- 
bus, Ohio, Becomes Massachusetts 
Mutual General Agent 


& Son have been ap- 
agents at Columbus, 
England Mutual 1.ife. 
12th. 
new 


M. C. Tyndall 
po yinted general 
Ohio, for the New 
The appointment takes effect Sept. 
They will have their offices in the 
Burheye buildir ng. 
Mr. Tyndall is well known in life in- 
surance circles in Columbus. At one 
time he was general agent for the Aetna 
Life. Both Mr. Tyndall and his son 
Robert M. Tyndall have severed their 
connection with the Aetna Life. 


United Life & ‘Accident 


The United Life & Accident Insurance 
Company of Concord, N. H., announces 
the appointment of the following general 
agents: John H. Wilson, 59 Jefferson 
street, Morgantown, W. Va., and George 
L. Russ of Washington, D. C., with of- 
fices at 203 Machinist building. 


Lee Woods and J. H. Bumpas 
The Montana Life 


Colorado appointments, 
George B. 


has announced two 
Agency Super- 


Visor 


in that field for several weeks arrang- 
ing for the new offices. Lee Woods, 
local agent at Pueblo, has taken the 
general agency for Pueblo, Fremont, 
and Huerfano counties. Mr. Wood has 
not been in the life insurance business 
recently, but he is an experienced writer 
and has a large agency in which he | 
anticipates developing an important life 
insurance department. James H. Bum- 
pas has taken the general agency for 
the Grand Junction district with head- 
quarters in that city He will devote 
his time exclusively to life insurance 


Thomas E. aye 
The Home Life of Arkansas has en- 
E. Hays hav- 
production. 


tered Mississippi, Thomas 
ing been put in charge of 
C. H. Smith, Jr. 
Charles E. Ward, agency manager of 
unces that C 


H. Smit Ir., has been appointed gen- 
eral agent of the company at Albany, 
{, \fr _ +} who & hig personal 
pr er, was formerly with the South- 
ern States Life 


Maryland Life Appointments 


The Marviand Life has announced 
several general agen appointments, 
the f wing having taken this post 
with the compar lohn T. Rose, Char- 

tt N. ¢ Be ett Baal Highpoint 
N. ( \ ¥ ( er \or! r \ lame 
R. Mortor - Savanna (sa Douglas 
H. J , Washington, D. ¢ 


R. E. Williams 
R. E. Williams, agency supervisor for 
the last two years for the Virginia gen 
nnecticut General 
Drewry & Dain- 
ld, wl t led Aug. 1 by 


rerneida, W were succeedec 
branch manager 


giving up 


‘ 


for Virg 


nter as 


nia at Ri ichmon d, 1s 





the | 


| Charles J. 
| home 


| had 


| pany, 
| appointed agent for the Reserve 
| Lite of 


| Guaranty 


Schweiger having been | 
| nouncement 


| both 


} past year, 


the supervisory post to resume personal 
production work in Richmond. 





Joe C. Montgomery 


Joe C. Montgomery, with offices in 
the First National Bank building at Mo- 
bile, Ala., has been appointed general 
agent for the Massachusetts Mutual Life. 
George Threefoot has represented the 
company there for the last 19 years and 
will continue as an associate general 
agent doing largely personal work. Mr. 
Montgomery has been in the life insur- 
business at Mobile for eight and 
The first year he repre- 
Mutual, since 

the Mutual 


ance 
one-half years. 
sented the Massachusetts 
then he has represented 
Benefit. 


Charles J. Hubbard 


The Commonwealth Life of 
ville has announced the appointment of 
Hubbard as manager of the 

office agency. Mr. 
considerable experience 
surance and was formerly with the 
York Life. He has also been 
active in politics, and served in 
legislature as a state senator. 


in life in- 
New 
quite 

the 


General Insurance Agency Co. 
The General Insurance Agency Com- 
a newly organized firm, has been 
Loan 

and 
Title 


Louis, 
1100 


Indianapolis in St. 
offices at 


The 


maintain 
building. 


will 


| headed by J. 


is treasurer of the ageficy. 


Louis- | 


Hubbard has | 


company is | 


Warren Lane, formerly | 
William E. Lane |} 
It will handle 

Illi- | 


with the Travelers. 


business in Missouri and western 


nios. 





Richard G. Taylor 


The Acacia Mutual Life has received 
a license to operate in the Panama Canal 
zone and has established a branch of- 
fice at Balboa Heights, C. Z., in charge 
of Richard G. Taylor. 





V. W. Wiedemann 


V. W. Wiedemann, formerly assistant 
agency director for the Equitable Life 
of New York, has been placed in charge 
of the Seattle office of the Western 
Union Life of Spokane. 


D. L. Parsons 




















D. L. Parsons has been appointed gen- 
eral agent of the Pan-American Life to 
develop a portion of the Kentucky field 
with headquarters at Ashland. 


Ralph W. Hicks 


Ralph W. Hicks has been sent to the 
Birmingham, Ala., office of the Pan- 
American Life in a supervising capacity. 
Mr. Hicks was formerly in charge of 
the insurance department at the home 
office and a few months ago gave up that 
position: to devote his time to the writ- 
ing of insurance. 




















EASTERN STATES ACTIVITIES 











REINBOTH LEADS GUARDIAN |the would-be agent’s application. It has 
been found in the past that many per- 

. ’ | sons have obtained licenses merely for 
Again Heads Company's Producers the purpose of insuring their own 
With $1,000,000 Total, Half property or that of relatives or em- 
Written in July | ployers, thus obtaining advantages of 

cut-rate insurance without the danger 


NEW YORK, Aug. 
both of the Doremus agency here of the 
Guardian Life has duplicated his feat of 
last year in leading all other agents of the 
company in production for the year end- 
ing July 31, according to a company an- 
this week. In paying for 
more than $1,000,000 last year, Mr. Rein- 
gained the distinction of being the 


first agent of the Guardian Life to enter 


the millionaire class. Again this year 
| his production figures are over the $1,- 
000,000 mark. In a barn-storm finish | 


for the year Mr. Reinboth paid for more 


than $500,000 during July. The second 
position for production volume among 
the company’s field force was won by 
Leon Alexander of the Brooklyn agency, 
who fell just short of the millionaire 
class. Henry Sheldon of the McNamara 


volume 
the 30 
for the 


organization here stood third 
of production paid for. Out of 
leading agents of the company 


agencies of the company. 


Agencies Are Consolidated 


L. W. Ward, superintendent of 
agencies of the Broo klyn National Life, 
announces consolidation of the agencies 
of Leon Inrie and William L. Hookes 
in Brooklyn. These men will conduct 
their business under the name of the 
Inrie-Hookes Agency. The offices are 
at 197 Havemever street, Williamsburg, 
Brooklyn. Mr. Inrie and Mr. Hookes 
have been connected with the company’s 
field staff for about a vear. It is ex- 
ected that the new agency will build up 
i good volume of business in the Wil- 
ian iry territory 





Have New Questionnaire 


Profiting from ¢ x perience gained dur- 


ino 1} 


f e use of a questionnaire system 
for the past several years, the Michigan 
insurance department has worked out a 


form of combn 
bl nk and quest 
utilized in the 
Through the 
lepartment 
information 


ation application 
which is to be 
future in licensing 
combination 
to obtain fuller 


motives back of 


ionnaire 


agents 
new form, 
+} 


Se «¢ expects 


the 


as to 


11.—Max Rein- | 


| the 


12 were from the metropolitan | 


of openly violating anti-rebating laws. 





R. B. Basham in Ohio Post 


R. B. Basham, who recently was made 
manager of the western half of Ohio 
for the Peoples Life, Chicago, is reported 
by the home office to be doing ex- 
ceptionally well, though his office has 
been open a very short time. His head- 
quarters are in the Ohio building at To- 
ledo. For a year previously to opening 
Toledo office Mr. Basham was in 
charge of the company’s Indianapolis 
office. The eastern half of the state is in 
charge of W. E. Toole, whose head- 
quarters are in the Society for Savings 
building, Cleveland. This Scotch-Irish 
team is confidently expected to return 
a large volume of business from Ohio 
tor 1927 


Adds Life Department 


of W. B 
added a 
Mr. 
the 
past 11 
personal pro- 
have a direct 
Life. 


Daniels, 
life de- 
Daniels 
Reliance 
years 


direction 
have 


Under the 
Poor & Alexander 
partment to their agency. 
been associated with 
of Pittsburgh for the 
as well as 
will 
Reliance 


has 
Life 
as supervisor, 
ducer. The agency 
representation of the 


Plan Convention Meetings 


Preceding the opening of the Inter- 
national Convention of Life Underwrit- 
ers at Memphis on Oct. 12, a meeting 
of the board of trustees has been called 
for 9:30 a. m. on ‘Tuesday, Oct. 11. 
On the afternoon of the same day the 
executive committee will meet to dis- 
cuss and decide upon many important 
matters. One of the most important 
will be the completion 
rangements for the 
American College of Life 
It is hoped to have the 
on all four immediately 
convention. One matter of 
before the board of 
the selection of a successor to 
Hugh D. Hart, always an active 
ber of the board, who recently 
field to accept appointment as 


the Penn Mutual 


Underwriters. 
college hitting 
following the 
importance 
to come 


W ill be 


left 
the vice- 


president of 








| ing director of the Imperial Life 


of practical ar- | 
establishment of the 
| morning on the 


trustees | 


mem- | 


RECOVERY WAS NOT GRANTED 


Misstatement in Application as to Con- 
dition of Health Released Company 
From Obligations 


In Hammers vs. National Life & 
Accident, Kansas City court of appeals 
(Mo.), 292 S. W. 1064, the company is- 
sued a life policy which provided that 
it should not assume any obligation 
thereunder unless the insured was in 
sound health when the policy was issued. 
It was also agreed, that the answers of 
the insured in the application formed 
the basis of the contract of the insured. 
In this application, the insured stated 
that he had not received any medical or 
surgical attention during the last five 
years. The policy was issued on Dec. 
31, and the insured died 19 days there- 
after from cerebral hemorrhage with 
arterio-sclerosis as the secondary cause. 
The insurance company denied liability, 
and there was much evidence to the ef- 
fect that the insured had given false 
answers in his application, and that he 
was not in good health when the policy 
was issued. The trial of the cause, how- 
ever, resulted in a judgment in favor of 
the plaintiff, beneficiary. On appeal the 
higher court in re versing this judgment, 
said: “The evidence is undisputed that 
the insured was suffering from arterio- 
sclerosis and that he died from cerebral 
hemorrhage caused by arterio-sclerosis, 
from which disease he was suffering at 
the time the insurance was written. In 
view of the provision of the policy that 
no obligation was assumed by defendant 
unless at the date of the issuance of the 
policy the insured was in sound health 
plaintiff is not entitled to recover.” 


Dakota Agent Held for Fraud 


having sold a life insur- 
ance policy to a Minot, N. D., woman 
and collected about $78 in premiums, 
which he is alleged to have appropriated 
to his own use, O. N. Gunderson of 
Northwood, N. D., waived preliminary 
examinaton and was ordered held for 
trial under bond of $300. 

The complaining witness is Mrs. J. E. 
McCutcheon of Minot, who declares that 
she purchased a life policy from Gun- 
derson and paid him premiums, but 
never received the policy. Officials of 
the company he claimed to represent are 
said to have declared that Gunderson 
was not in its employ at the time of 
writing the policy and did not remit the 
money to them. The specific charge 
against Gunderson is obtaining property 
under false pretenses. 


Accused of 


Provident Life Convention 


With 200 in attendance from Minne- 
sota, North and South Dakota, the 
Provident Life, Bismarck, N. D., held 
its 10th annual convention at Winnipeg, 
Man., this week. The session opened 
Monday, closing Wednesday with a ban- 
quet. 

The program included addresses by 
Mayor Ralph Webb, Winnipeg; J. W. 
W. Steward, vice-president and manag- 
of Can- 
ada, and other prominent insurance men. 





Agents Hear Health Talk 


James L. Careskey of Louisville, origi- 


|} nator of the Careskey health course, ad- 
| dressed the agency staff of the Samuel 
Heifetz Chicago general agency of the 
Mutual Life of New York last Monday 


value of health in sales 


areskey's thesis is that 


manship. Mr. (¢ 


lan agent cannot do well if he does not 
feel well and that therefore an import- 
ant item in success is health 

“Don't try to do more than one thing 
at a time. You can’t do it. Don't tell 
other people your troubles Don't tell 
people what you are going to do, Don't 
hold any complexes Don't let anyone 
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We have openings in ae. s+, Dela., ¢... we. Ga., TIL, Ia., Kans, Md, Mich., 
Minn. > M., . CG, dua. 8. , W. Va and Wyo. 


Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-annual or quar- 
terly premium plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. ! 
Double Indemnity and Total and Permanent Disability features for 
Males and Females alike. ’ 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE. President 




















You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 
in life insurance field work. 


During 84 years the first American legal reserve mrutual life insurance 
| company has been served and built to greatness by men who found both | 
| success and satisfaction in so doing. 


This company writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 70. 


Those who contemplate life insur- 
| ance field work are invited to apply to 


The Mutual Life Insurance Co. 








of New York 


34 NASSAU STREET NEW YORK,N.Y. | 
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EIGHTY-FOUR YEARS 


Honorable Dealing with the Public, Through an 
Agency Force of Selected and Trained Men, has Formed 
the Character that Explains our Reputation. 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


BOSTON, MASS. 




















Thirty-two Yeawe of Puneent artes 


HAS GAINED THE CONFIDENCE OF OUR POLICYHOLDERS 
and Enabled Us to Build an Organization of Which 
Everyone Connected with It Is Mighty Proud. 


THE GLOBE GROWS GREATER, SAFER, AND BETTER 
EACH YEAR. 


GLOBE MUTUAL LIFE 


INSURANCE COMPANY OF CHICAGO 


T. F. BARRY, FOUNDER 


POSE BARRY DIETZ WILLIAM J. ALEXANDER 
President Secretary 








ROBERT FULTON 


invented the steamboat, paving the way for 
today’s greyhounds of the sea and making possi- 
ble new standards of speed and efficiency in 
transportation. Speed of service is one consid- 
eration that means satisfaction and pride in the 
heart of the alert salesman. 


Ability to produce the completed policy contract with 
a minimum of awkward waiting is a joy to him whose 
purpose is service, as well as to him who has applied 
for protection. 24-Hour issuance has long been the 
rule with the American Central 

Substandard business is frequently encountered by the 
heldman and it is a decided advantage if his company 
is adequately prepared to handle such cases for him 
quickly in its own office Substandard writing by 
American Central representatives is rendered especially 
convenient by special rates included as a part of their 
equipment and by the Company's clean-cut system 
of substandard underwriting 

— OO — 


REINSURANCE FACILITIES are so scientific- 
ally perfected that there is practically no delay 
in securing coverage for excess lines, thus 
leaving the representative free to produce with 
maximum speed and effectiveness. 
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waste your time. Don’t be impatient. 
Finally, don’t get angry and waste en- 
ergy for nothing.” 


Chicago School Ends 


The Chicago School of Life Insurance 
Salesmanship conducted by Dr. Charles 


J. Rockwell, closed this week. Com- 
mencement exercises were held on 
Thursday. On Thursday evening the 


| 
| 





graduates met at the Palmer House and 
were addressed by Darby A. Day, man- 
ager of the Union Central Life in Chi- 
cago. Dr. Rockwell will soon open a 
school at Cincinnati. 


Judea Life in Illinois 
The Judea Life of New York City, 


a legal reserve life company with $100,- 
000 capital, has been licensed in Illinois. 








| IN THE SOUTH AND SOUTHWEST 














PASS ON DISABILITY CLAIM 





Liability Was Denied When the Assured 
Later Became Only Partially But 
Permanently Disabled 





In Shipp vs. Metropolitan Life, su- 
preme court of Mississippi, 111 So. 453, 
the plaintiff carried a policy which pro- 
vided for certain compensation, “shall 
he become totally and permanently dis- 
abled.” While this policy was in force 
the plaintiff became totally disabled for 
eight months. After this his disability 
was partial and permanent. 

On this state of facts the company 
denied liability on the ground that since 
plaintiff's disability was not total and 
permanent he was not entitled to a re- 
covery. The trial court upheld this con- 
tention and gave judgment for the com- 
pany. On appeal the higher court in 
reviewing the record, and in affirming 
this judgment, said: 

Company Is Upheld 


“The decisive question is whether the 
provision of the policy means that the 
disability must be both total and per- 
manent before liability exists. To state 
it in different words, the insured was 
totally disabled for eight months, but 
only partially disabled after that time, 
but the partial disability was permanent. 
Does this condition come within the pro- 
vision of liability for ‘total and perma- 
nent disability?? We think not. The 
judgment of the lower court, sustain- 
ing the demurrer, was correct. The pro- 
vision means that, before the insured 
can recover thereunder, his disability 
must be both total and permanent at the 
same time. This may be a hard con- 
tract of insurance, but we see no other 
construction to be given the provision 
of the policy. Judgment of the lower 
court affirmed.” 


Hearing on Oklahoma License Case 


In complanes with a ruling made by 
Judge Sam Hooker of the district court, 
the Oklahoma insurance board has set 
a hearing to be held in September, to 
determine whether C. R. Williams shall 
be relicensed to write life insurance in 
Oklahoma, The order was made on a 
mandamus petition filed by Mr. Wil- 
liams, seeking to compel the board to 
relicense him. A hearing was set sev- 
eral weeks ago according to A. L. 
Roark, secretary of the board, but Wil- 
liams’ license expired before he could 
appear, the secretary explained. Wil- 
liams was called to appear before the 
board on a charge of unethical prac- 
tices. He was an agent for the Atlas 
Life Tulsa. 


of 


Louisiana Case Decided 


Held that conditions in a policy of 
insurance may be waived by the com- 
pany as well as representations and war- 
of 1908 the fail- 


ranties. Under Act 97 

ure of a life, health, or accident insur- 
ance company to have made a medical 
examination of assured before issuing 
policy raises a presumption of waiver 
of all questions of health, habits or 


occupation of assured and precludes it 
from defending upon those issues. Sil- 
ver vs. National Life & Accident, Court 
of Appeals, La. 





Appeal “Perpetual Charter” Case 


Whether or not insurance companies 
in Texas can operate under perpetual 





| be 


‘to Atlanta 





charters granted by the legislature be- 
fore present insurance laws were 
enacted, even in cases where the char- 
ter has been unused by former owners, 
will be carried to the highest court of 
the state by the Bankers Life of Dallas. 

The court of civil appeals made its 
decision against the company final by 
overruling a motion for rehearing. Ap- 
plication for writ of error will now be 
made to the supreme court of Texas 
by the Bankers Life. If the decision 
is adverse there the company may at- 
tempt to take the case to the Supreme 
Court of the United States. 


South Carolina Holds Lead 
Agency forces of the Atlantic Life in 
South Carolina continue to lead those in 


| 


| South 


| $146,234 paid for by 


| 
| 





| 
| 
| 


| the Harvester Life of Dallas, from 


\ the 


North Carolina in the spirited produc- 


tion contest between the two states. In 
written business for the first three 
months, the South Carolina forces have 


submitted applications amounting to $1,- 
320,731 while those of the Tar Heel 
State have written $859,810, thus giving 
Carolina a lead of $460,921. In 
paid for business, the South Carolin- 
ians have increased their lead greatly by 
paying for in July for $272,500 against 
North Carolina. 


Love Is University Lecturer 


Samuel B. Love, Virginia manager 
for the Mutual Life of New York, lec- 
tured last week before the summer class 
in the department of economics at the 
University of Virginia on “Life Insur- 
ance and the State.” The first of his 
lectures at this institution was deliv- 
ered in 1916. In recent years he has 
been delivering one lecture at the win- 
ter session and one at the summer ses- 
sion each year. The university is plan- 
ning to offer a course in the principles 
of insurance in the curriculum of its 
school of commerce, beginning at the 
next regular session. 


Harvester Life Doubles Capital 
An increase in the capital stock of 
250,- 
000 to $500,000, has been approved by 
Texas department. 

















-PACIF IC COAST AND ) MOUNTAIN F IELD | 











MOZINGO OPENS COAST OFFICE 


Superintendent of Agents for Jefferson 
Standard Life Will Develop 
Western Fields 


Mozingo, superintendent of 
agents for the Jefferson Standard Life, 
who until Aug. 1 made his headquarters 
at the Jefferson Standard home office in 
Greensboro, N. C., has now moved to 
California and has begun operations for 
development of the company’s agency 
interest on the Pacific coast. 


A. WV. 





Mr. Mozingo will have his office in | 
San Francisco. He expects to open | 
direct reporting branch offices at Los | 


| terrtory, 


Angeles, Portland, Spokane and Seattle, 
and will open a number of district | 
offices, especially in California. Prompt 


service to policyholders and agents will 


given. 

Mr. Mozingo has been with the 
Jefferson Standard eleven years, having 
gone with the company in 1916. He 


was first a successful soliciting agent in 
Georgia, and when the Jefferson Stand- 
ard changed from the general agency 
plan to that of the branch office system, 
he opened the company’s first branch 
office in Memphis, Tenn., and in three 
years built up a successful producing 
agency, paying for $5,000,000 of new 
business his third year. 

In February, 1920, he was transferred 
and after revitalizing that 
agency he was moved in September, 
1920, to Dallas, opening the Lone Star 
state in an aggressive way for the com- 
pany. In three years he built up an or- 
ganization operating through his single 
office in Dallas, paying for $12,000,000 a 
During the following three years 


year. 
he maintained headquarters in Dallas, 
but had general, supervision over the 
various Jeffersor Standard _ branch 
offices, especially in Texas, and over 
Oklahoma, Colorado, New Mexico, Ari- 
|zona and Arkansas. In the early part 


| ated 


of 1926, he was transferred to the home 
office at Greensboro, N. C., and oper- 
there for 18 months superin- 
tendent of agencies. 

On the way back home from the 
Jefferson Standard $200,000 Club con- 
vention at Quebec, the entire Jefferson 
Standard party stopped off in New 
York City and held a farewell breakfast 
at the Commodore Hotel. At that 
breakfast Mr. Mozingo was presented 
with a strikingly beautiful watch, which 


as 


| of his 


| old. 


bore the simple but meaningful inscrip- 
tion, “To A. V. Mozingo, superintendent 
of agencies, from his friends in the 
southwest.” 


LIFE POLICY FOR $1,000 WAS 
CONGRESSMAN’S SOLE ESTATE 


William Newell Vaile, of Denver, 
Colo., late congressman who died of 
heart disease while in the mountains 
July 2, left but $1,000 life insurance, it 
was revealed there this week. That in- 
surance with the Mutual Benefit Life 
was his sole personal property. 


W. H. Matson Dies Suddenly 


SAN FRANCISCO, Aug. 10.—W. H. 
Matson, assistant to Manager W. L. 
Hathaway of the Mutual Life in this 
dropped dead here this week 
At the time 
was 67 years 
the Mutual 


while calling on a client. 
death Mr. Matson 
He had been with 
Life for the past 25 years. 


Agency Holds Open House 


| “Open house” was held last 
| by W. L. Hathaway, manager 
Mutual Life in San Francisco, 
brate the opening of the company’s 
offices occupying the entire 19th floor 
of the Hunter-Dulin building. Hun- 
dreds of friends and business associates 
called during the day and the offices 
were gaily decorated with flowers sent 
as a token of respect to Mr. Hathaway 
and his staff. 


week 
of the 
to cele- 
new 


Vernon Finds Outlook Bright 


William L. Vernon, president of the 
Mountain States Life of California, has 
just completed a business trip for the 
company to Denver. The Mountain 
States moved its home offices to Holly- 
wood from Denver last March, but 
maintains a state agency office in the 
Denham building in Denver, that office 
j looking after Colorado, Nebraska, Kan- 
sas and Wyoming. Mr. Vernon reports 
conditions good in the central west, 
with prospects for an extra large fall 
| business. 





| New Montana Deputy Commissioner 


| Appointment of C. W. Hall as dep- 
| uty commissioner of insurance for Mon- 
| tana is announced. Mr. Hall succeeds 
| C. J. McAllister who resigned as deputy 
commissioner July 1. 











ACCIDENT AND HEALTH 














ROUND TABLES BIG FEATURE 


Important Topics of Business to Be Re- 
viewed at Meeting of Health & 
Accident Conference 


The program for the annual meeting 
of the Health & Accident Underwriters 
Conference, to be held in Toronto Sept. 
15-17, has been practically completed, 
although definite announcement of the 
speakers’ list has not yet been made as 
some acceptances have not been re- 
ceived. R. Leighton Foster, superin- 
tendent of insurance of Ontario, will 
give the address of welcome. 

= 


To Form Manual of Business 


There probably will be but one for- 
mal address, the outstanding feature of 
the meeting being a series of round table 
discussions, each introduced by a care- 
fully prepared paper. These subjects 
cover quite completely the administra- 
tion of the accident and health insur- 
ance business and it is intended that 
all of the papers shall be printed, pro- 
ducing an up-to-date manual or digest 
of the business. 


The subjects to be discussed are: 
“Agency Organization and Manage- 
ment,” “Overinsurance.” “Underwrit- 


ing,” “Termination of Policies by Com- 
pany,” “Collection of Renewal Pre- 
miums,” “Claims Paid” and “Claims Re- 
jected.” 





Claim Association Speakers 


Three additional speakers for the an- 
nual meeting of the International Claim 
Association, to be held in Toronto Sept. 
12-14, have been announced by C. O. 
Pauley of the Great Northern Life, Chi- 
cago, chairman of the program commit- 
tee. They are Chester N. Farr, Jr., a 
Philadelphia attorney and an associate 
member of the association, who will 
speak on “Disease Germ as an Acci- 
dent;” Robert K. Metcalf, manager oi 
the claim department of the Connecti- 
cut General Life, on “Some Claim As- 
pects of Permanent Total Disability,” 
and Carl J. Sandberg of the Phoenix 
Mutual Life, whose subject has not yet 
been announced. 


Organize Oregon Managers’ Club 


PORTLAND, ORE., Aug. 10.—For the 
purpose of obtaining cioser association 
to the end that good will, cooperation 
and good fellowship may be promoted 
among the accident and health mana- 
gers, and for the further betterment of 
business in general, Portland general 


agents and managers for disability com- 


panies have organized the Accident & 
Health Managers’ Club of Oregon. The 
by-laws are along lines similar to clubs 
that have been organized in San Fran- 
cisco and Los Angeles. 

J. H. Bryant of the North American 
Accident was elected president; E. 
Crandall, Employers Indemnity, vice- 
president, and H. A. Gebhart, Oregon 


Surety & Casualty, secretary-treasurer. 


Promoted to Field Superintendent 

The Washington Fidelity National an- 
nounces the promotion of Agent L. 
Ascher of Chicago No. 2 to a field super- 
intendency in that district. 


Makes Extra Assessment 
On account of the heavy increase in its 
claim ratio, the Commercial Travelers 
Mutual Accident of Utica has notified its 


members of an extra assessment. This 
is the first time since the association was 
organized in 1883 that more than four 


assessments have been made within one 
year. 
Especial reference is made to the in- 


crease in claims resulting from automo- 


bile accidents. In 1924 there were 3,612 
claims for $605,032; 1925, 4,350 claims, 
$689,953; 1926, 4.903 claims, $845,265. A 


table is also presented which shows that 
while the operating cost for 1926 was 
16 cents a member less than 1916, the 
claim payments were $1.21 per member 
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more than in 1916, the total cost there- 
~ fore showing an increase of $1.05 per 
| member 





J New Utah General Agent 

Lisle Smith has been appointed general 

gent for the North American Accident 
Utah to succeed F. E. Anderso 
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rs GIVES FRATERNAL STATISTICS 
‘t JAMES W. STEVENS, Founder 
~ Connecticut Department Report Pre- 
ne . ¢.8 
mo sents Figures for Societies Oper- 
‘ 
e- ating in That State Last Year 
n- 
ill Moderate gains in membership and in 
insurance in force are indicated by the | | he Ideal 
statistics on fraternals published in the | se 
r- annual report of the Connecticut depart- Agency Officer 
of ment. Figures are included for the 54 
> fraternals licensed in Connecticut. In- , 
le tenors hb : " ed 7 fs , os wae HE ideal agency officer is one who knows his 
re- surance in force increased from $Y, 6 99,° company from the ground up—thoroughly knows 
ts 926,951 to $5,837,222,869, 32 societies and has confidence in his superior and fellow 
+i 1, ‘ . . i eet , 22 officers, and having this information and this intimate 
a- snowing a gan m mseurance while 22 acquaintance is willing to stand by that company and 
ir- showed a loss. ; : ; ; those officers just as loyally and steadfastly as though 
lat The business in Connecticut increased he himself was personally and solely responsible for . 
0- slightly, with insurance in force of $84.- every existing condition and every action taken. 
ost 1 35.245 Dec. 31, 1926, against $83,842,777 He must be a sincere man, a man who in his deal- 
in 1925. The societies making the larg- ings with agents has the ring of sincerity and fair 
, bess h hn p a Connection Peete dealing, showing equal favor to all and unequal oppor- 
re: est showing 1 onnecticut “fe. tunities to none. 
4 ‘nicht Be s, $8,963,527; Mod- 
ze Knights of ¢ olumbus, — * v es '< He must be deeply appreciative of the difficulties 
"its ern Woodmen, $9,710,500; mon ot. which confront the man behind the rate-book, and 
m- Jean 3aptiste, $2,687,875; Polish Na- from the well of his own practical experience and 
re- tional Alliance, $3,373,150 Rakoczi knowledge be -”_ to commen ny -—_ advise = 
al ~s : Le : = Pee . 30 | te gentivy on a the multitude of ig and petty prob- 
te- Hungarian Sick Bene ht Society, $4,549, lems and disputes which are forever coming up in an 
00 The same societies were also the active agency organization 
aa =e 
leaders in 192. He must be a man of quick and positive decisions, 
The total income received from mem- | J and his oral promise once given must be as binding 
bers by all societies amounted to $116,- as though reduced to writing 
an- 305,481. Total disbursements amounted He must be intimately acquainted, but not grossly 
im to $102,978,625, of which $75,566,164 a . with his agents. 
pt. constituted death claims and other bene- He must be big enough to frankly acknowledge such 
O. hts paid to members and $19,455,490 ee as he may —, oe, take upon his own 
‘hi xc fo expense 7 anave ant The shoulders a great part of the blame for an agent's 
hi- was for expense of management. | rhe Sol afl Gaanten. Gaal ap Geneiiiated aeamacaennnele tn 
uit- average rate of death claims paid to to be burdened without irritation with the thousanc 
— mortuary assessments was 75.44 percent. and one little complaints and troubles of the men 
ate The average rate of management ex- who compose the agency vurganization. 
will pense to total income was 13.25 percent. In brief, the successful bead of an agency depart- 
“cj- The average lapse rate per 1,000 of ment is the “Little Father” of the organization, and 
wees AE re aoe eS =9 0 upon his patience, forbearance and good counsel, and 
ol membership was 79.04. the degree of respect and confidence he enjoys of the 





As- FRATERNALS TO FILE FORMS 





men under him, depends the success and the strength 
of the producing force 








ty, 
nix wires 
yet Nebraska Department Makes New Re- 
quirement Following Broadening 
of Law in That State 
— From address of R. W. Stevens, President 
‘ oe ‘ on . Illinois Life Insurance Co., Before Life 

the LINCOLN, NEB., Aug. 11.—Com- Agency Officers Association, Chicago 
ion missioner Dumont is sending out notice November, 1925. 
ion to the 53 fraternals doing business in 
ted Nebraska that a new law just effective 
ae makes it necessary for the department 
Bu to review all policy forms or certificates 
ine issued in Nebraska. 
. & In pushing new legislation last winter, 
The leaders of fraternals said that it is vi- 
ubs tally necessary for them to be able to 
‘an- write other than the simple life policies 
aie 4 hey have been issuing if they were to 
x survive, Out of this came the amend- 
ice- ment to section 7812 of the statutes, | 
gon which gives this privilege to any fra- 
rer. ternal maintaining reserves on the basis 
. of the American Experience table with | 

an interest assumption of not more 
t than 4 percent or some higher stand- 
an- ard. The fraternals wrote the bill to 


L. read on a 3% percent basis, but on the 


me | SALOME Baton thal io Illinois Life Insurance Co. 


Attention is also called to the fact that 
any fraternal offering cash surrender C H I C A G O 


values must provide the commissioner 


~ 
has with an annual valuation to show it is 7 
i its accumulating necessary and proper re- James WV ° Stevens, Founder 
This serves for their payment, and must keep 
was these funds separate from the other 


= moneys of the society. Greatest Illinois Company 


Section 7882 of the compiled statutes | 
Says that no insurance policy or certifi- | | 











. in- 
oil cate of any kind shall be issued or | 

612 delivered in this state unless and until a | 1212 LAKE SHORE DRIVE 

ims, ey of the form of it has been filed with | 

e the department of trade and commerce | Cesal a ee : ° 

that oe accused te le, Saieaes te a0 The Illinois Life is The Dean of the Illinois Legal Reserve Companies 

“ne the opinion that this law was effective 

Bs in the past so far as fraternals are con- 2 
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cerned, but that so long as they were 
issuing policies of the character that 
has been standard in that line of insur- 
ance, it was not important. 


Change of Beneficiary 


Held, that the holder of a benefit cer- 
tificate issued by a mutual benefit so- 
ciety has no power to change the bene- 
ficiary named therein unless expressly 
authorized to do so by the policy itself, 
or by the articles of association or by 
law of the society, where these are the 
terms of the certificate made by it.— 
Comer vs. Raney, Sup. Ct. Ark. 





J NEWS OF LIFE POLICIES | 


" New Policies, — Rates, ‘Dividends. = | 
—_ and “ Changes in Policy Literature, Rate 
Books, etc. menting the ‘‘Unique Manual- 
Digest,” publish annually in May at $4.00 and the 
“Little Gem ™ anneal cmdly in ea at nel | 
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INTEREST RATE 


Midland Mutual Announces Further 
Advance It Will Allow on Accumu- 
lations Left With Company 


° 

The Midland Mutual Life of Colum- 
bus announces that the rate of interest 
on dividends left with the company has 
been increased from 4% percent to 4% 
percent. The rate on policy proceeds 
left to accumulate has been advanced 
from 434 percent to 5 percent. The 
Midland Mutual has $90,000,000 insur- 
ance in force and President H. B. Arnold 
is asking for $100,000,000 by the end of 
the year. President Arnold said there 
was a movement on hand to revise the 
insurance laws of Ohio and bring them 
up-to-date. He condemned however the 
proposition which has been set forth to 
permit life companies to loan up to 75 
percent of the appraised value of 
property. He said that 50 percent is 
the safest loaning maximum. Mr. Arnold 
asserted that life companies cannot af- 
ford to expose their funds to uncertain 
investments. Inasmuch as the dividend 
accumulation rate is now 43% percent, 
dividends on ordinary life policies left 
with the company will enable it to ma- 
ture them sooner than before as an en- 
dowment. 

The following table shows the number 
of years required for ordinary life poli- 
cies to become paid up and mature as 
endowments by leaving dividends to ac- 
cumulate interest, assuming the present 
dividend scale and accumulation at 434 
percent compound interest. 







Paid Up Mat. As. End. 
Cash Bal. Per Amt. Per 
Age Ye ars 1,000 Ins. Years 1,000 Ins. 
15 25 7.28 40 1020.82 
20 25 19.90 38 1025.43 
25 24 10.65 36 1032.61 
30 24 25.17 34 1038.86 
35 23 12.53 32 1041.30 
40 22 1.90 30 1046.65 
45 22 33.93 27 1002.45 
50 20 1.35 25 1015.27 
55 19 16.76 23 1035 
60 18 47.41 21 1063.56 


New York Life Payments 


For the quarter ending with June the 
New York Life paid to 2,900 living pol- 
icyholders $19,724,200 and to beneficiar- 
ies of 3,075 deceased policyholders $12,- 
088,400 including $378,685 as double in- 
demnity. Of the total of $31,812,550 
paid during the quarter, $10,738,070 was 
in dividends During the quarter the 
company also paid 1,103 disability claims, 
195 of them resulting from tuberculosis 
and 160 from accidents. Other causes 
resulted in less than 70 claims each. 


New Company at Fort Wayne 


Articles of incorporation for the 
Northern National Life of Fort Wayne 
have been forwarded to the insurance 
department of Indiana. The capital of 
the new company will be $200,000. In- 
corporators include J. W. Miller, Dr. 
A. L. Mikesell, A. W. Blair, C. L. Tee- 
ter, D. E. Brumbaugh, Aden Seely, 
Wayland Seely, C. W. Grosvenor, Nor- 
ris Smitley and Judge Carl Yaple. The 
new company hopes to start operations 
by Nov. 














NEWS OF LOCAL ASSOCIATIONS 











ANNOUNCES YEAR’S PROGRAM 


New President of Spokane Association 
Plans Extension of Activities 
Along Several Lines 


SPOKANE, WASH., Aug. 11.—At- 
tendance of the ladies at the monthly 
luncheons of the Spokane Life Under- 
writers Association, the organization of 
a ladies’ auxiliary composed of the wives 
of association members and the forma- 
tion of a managers’ club were the prin- 
cipal features of the program to which 
J. J. Gregory, newly elected president of 
the Spokane association, pledged himself 
at last week’s meeting. Mr. Gregory 
commended the work of the retiring of- 
ficers and promised to continue the 
same activities with the above in addi- 
tion. Despite extremely hot weather, 
there was a large attendance. There will 
be no meeting in August. 

Ralph Edgerton, retiring president, 
pointed out that as representatives of 
the greatest cooperative business in the 
world, life insurance men should set an 
example of 100 percent cooperation in 
their support of underwriters’ associa- 
tions. He said that in the contact with 
fellow underwriters and the ideas gained 
from association programs, those attend- 
ing meetings gained far more than they 
could possibly sacrifice in time, and even 
were this not so it is a duty every 
underwriter owes to the business to at- 
tend meetings and support the associa- 
tion officers. 

President Gregory announced the fol- 
lowing appointments of committee chair- 
men: Legislative, J. J. Schiffner; attend- 
ance, Need; program, P. L. 
Cochran; publicity, Ralph Edgerton; 
membership: Arthur Smith; speakers’ 
bureau, F. W. Tinkel. 

ee « 

Los Angeles—An attendance of ap- 
proximately 100 members and guests 
marked the first summer dinner-meeting 
of the Los Angeles association. 


The following resolution was pre- 
sented and unanimously adopted: 
“Whereas, there seems to be a ten- 


dency on the part of some life insurance 
company officials and buyers of life in- 
surance protection to minimize the 
value of the agents’ service; and, 

“Whereas, as a result of this tendency 
in certain cases the insuring companies 
practically agreed to return the agent's 
commission to the purchaser; 

“Therefore, be it resolved, that the Life 
Underwriters’ Association of Los Angeles 
goes on record as emphatically disap- 
proving any action similar to that above 
referred to, or any other that has a 
tendency to undervalue the services of 
the underwriter.” 

President Van Winkle stated that at 
a recent meeting of the directors the 
matter of institutional publicity was dis- 
cussed and it was agreed that the most 
effective form of such publicity would 
be gained by having members of the 
association speak before various groups. 
A committee is to be appointed to handle 
this work. 

Ralph E. Sperry, manager of the credit 
department of the Security Trust & Sav- 
ings Bank, spoke on “Bank Procedure 
in Determining Credit.” A number of 
illustrations were given in explanation 
of various important points considered 
by banks in determining applications for 
credit. This was followed by a brief 
resume of “What Credit Means to the 
Life Underwriter,” by President Van 
Winkle, who outlined a number of local 
cases wherein life insurance was a vital 
factor in enabling business concerns to 
obtain financial accommodation. 

: = 


Indianapolis.—The program committee 
of the Indianapolis association met with 
the president, W. H. Meub, last Friday 
and arranged a tentative program for 
the coming year of at least nine monthly 
meetings. It was definitely decided that 
the opening meeting in September be an 
“out-door” meeting with golf and other 
fleld events in the afternoon and a clam 
bake in the evening followed by an ad- 
dress by a good inspirational speaker. 
Mr. Meub feels that this will give the 
association a good start for the year and 





create a proper spirit of good fellowship. 
Mr. Meub is very desirous of making the 
program helpful this year to the entire 
membership of the association and the 
interests of the average producer are be- 
ing remembered in preparing the pro- 
gram. 
x * * 

Baltimore—Members of the Baltimore 
association will take part in an inspec- 
tion trip of the Baltimore harbor Aug. 
24. The tour of the harbor, during which 
the many facilities offered by the port of 
staltimore and the places of interest will 
be pointed out, has been arranged by the 
Baltimore Association of Commerce. 


*x* * * 


La Fayette, Ind.—The La Fayette as- 
sociation sponsored a “good fellowship” 
picnic Aug. 6, to which all underwriters 
of the city and in Tippecanoe and sur- 
rounding counties were invited, on Lake 
Shafer. Fishing, stunts, boating and 
games were included in the program, A 
cafeteria dinner was served. 

x * * 

Pittsburgh—John C. Ralston, associate 
general agent of the State Mutual, was 
elected a director of the Pittsburgh as- 
sociation to fill the vacancy caused by 
the election of J. Milton Ryall as presi- 
dent. 

The following committee chairmen 
were named by President Ryall: Pro- 
gram, Maurice B. Cohill; publication and 
publicity, Arthur G. Ashbrook; legisla- 
tive, Bdward A. Woods; finance, B. F. 
Schneider; reception, W. L. Phipps; 
speakers’ bureau, George W. Hoffman, 
Jr.; membership, James A. Quinn; law 
and comity, John T. Shirley. 

e 2 2 

Greensburg, Pa.—S. B. Reyburn of the 
Equitable of Iowa, chairman of the 
Greensburg branch of the Pittsburgh as- 
sociation, has announced the appoint- 
ment of the new executive committee as 
follows: Frank I. Bossart, Provident 
Mutual, Greensburg; J. G. McGeary, 
Northwestern Mutual, Vandergrift; Wil- 
liam C. McCowan, Mutual Life of New 
York, New Kensington; H. L. Fidler, 
Prudential, Mt. Pleasant; Jesse W. 
Holmes, Prudential, Jeanette, and Spen- 
cer W. Free, Jr. 





| WIT; WITH INDUSTRIAL MEN | 


News of the Prudential 


Herman N, UIsh, 
superintendent in the 
trict of the Prudential, is advanced to 
superintendent at Fort Wayne, Ind. 
Superintendent Ulsh started his Pruden- 
tial career as an agent at Fort Wayne 
June 26, 1914. He was later transferred 
to Duluth, where he served as agent and 
assistant superintendent. He also spent 
about two years as assistant superin- 
tendent at Flint, Mich., before taking an 
assistancy at Detroit No. 3. 

The following promotions to the rank 








formerly assistant 
Detroit No. 3 dis- 





of assistant superintendent are an- 
nounced: Agents J. V. Lafferty and C. 
| L. Conrad, Detroit No. 2; W. Piotrowski, 
| Detroit No, 5; H. P. Kill, Lansing, Mich.; 
| Maurice A. Mayers and Arthur E. Rear- 
| don, Cleveland No. 4; Howard W. Simp- 
; son, Cleveland No. 1; John J. Harbison, 


Lancaster, 0., detached of Chillicothe, ©.; 
Thomas J. Smith, formerly of Cambridge, 
O., detached of Zanesville, O0., assigned 
to Cleveland No. 3, and Edward C. White, 
New Philadelphia, O., detached of Can- 
ton, ©, 

Announcement has been made of the 
promotions of Ralph M. Lee, Syracuse 
No. 1; George P. Gerfin, Niagara Falls, 
and Joseph Kasprzak, Buffalo No. 5, 
to assistant superintendent 

Recent assistancy promotions of Di- 
vision I were Maurice W. Coomer, New- 
port, Vt., a detached office of St. Johns- 
bury, Vt., and Theodore H. Drake, Hart- 
| ford 


Conservative Life News 


| The Conservative Life of South Bend 
| States that Vice-President A. S. Burkart, 
j} accompanied by his family, Miss Anna 
| Hafner, executive secretary, and Miss 
| Helen Grzesk, home office cashier, has 
gone on an automobile trip through the 
}east, Canada and northern Michigan. 
They will be gone during August. The 
leaders for the year so far are as fol- 
lows: Joint results, Superintendent Wm 








No. 2; Agent Daniel 
Jadron, Gary No. 2; net placed ordinary, 
Superintendent D. W. Vandyke, Ham- 
mond No. 2; Agent Joseph Martin, South 
Bend No. 2; ordinary increase, Superin- 
tendent Martinus Vink, South Bend No, 2: 
Agent Joseph Martin, South Bend No. 2; 
monthly increase, Superintendent 
Bobrowski, Gary No. 2; Agent Joseph 
Martin, South Bend No. 2; collection per- 


Bobrowski, Gary 


cent, Superintendent Wm. Bobrowski, 
Gary No. 2; Agent Joseph Martin, South 
Bend No. 2; arrears percent, Superin- 
tendent Wm. Bobrowski, Gary No. 2 
Agents Louis Balogh, South Bend No. 1; 
E. O. Todd, Gary No, 2; Daniel Jadron, 
Gary No. 2; Alex Czajkowski, Indiana 
Harbor, and Geo. L. Moore, Hammond 


No. 2, tied. 


John Hancock Changes 
The John Hancock Mutual Life 


has an- 


nounced a number of promotions and 
other changes in its field forces. 
Edward B, Feinberg, assistant super- 


intendent at Hoboken, N. J. becomes sup- 
erintendent at Pittsburgh No. 3. Herman 
Sulzer, superintendent at Pittsburgh 


3, is transferred as superintendent at the 


new Patchogue, L. I., agency. 
The following have been promoted 
from agent to assistant superintendent 


in their respective agencies: Jacob 
Greenberg, San Francisco; Nathan R., 
Mills, South Bend, Ind.; Clare G. Spof- 
ford, Portland, Me.; Frank H. Blood, 
Glens Falls, N. Y.; Leo Meyers, Kansas 
City, Mo.; Charles A. Zollo, Jamaica, 
N. Y.; Herman J. Velie, Chicago 6; 
Everett R. Williams, Oakland, Cal.; H. D. 
Clark, Peoria, Ill.; Clarence E. Stephan, 
Chicago No. 5; Joseph F. Scala, Staten 
Island, N. Y.; James L. Colton, South 
Bend, Ind. (Elkhart); Edwin Cloyes, 
South Bend, Ind. (La Porte); Charles H. 
Loach, Cleveland No. 2; Edward M. 
Gurtz, East St. Louis (Belleville). 

Nathaniel Nathan, agent at Flushing, 
L. I., becomes assistant superintendent 
at Newark, N, J. The following assist- 
ant superintendents have been trans- 
ferred: Charles T. Jewett, from Hemp- 
stead, N. Y., to Patchogue (Riverhead); 
William E. Bunter, from Hempstead, 
N. Y., to Patchogue, N. Y.; Arthur G. 
Daidneau, from Jamaica, N. Y., to Mt. 
Vernon, N. Y. (Portchester). 


Eureka-Maryland Promotions 


Assistant Superintendent J. B. Me- 
Kenna of the Eureka-Maryland in Phila- 
delphia has been transferred to an as- 
sistant superintendency in Washington. 
Due to his splendid work in the Phila- 
delphia district, Agent C. Salinger has 
been promoted to an assistant superin- 
tendency in Baltimore. Agent talph 
Shields was also advanced to an assist- 
ant superintendency in Baltimore 

Agent Janes of the northern division, 
cited for his outstanding ordinary pro- 
duction, has been rewarded with an as- 
sistant superintendency at Pittsburgh, as 
has Agent H. D. Estep. 


Opens Lexington, Ky., Office 


The rapid growth of the Western & 
Southern Life in Kentucky territory has 
necessitated the opening of a _ district 
office in Lexington, at 705-06 First & 
City National Bank building Superin- 
tendent J. C. Goodman, a Kentuckian, 
who has been in charge of the Vin- 
cennes, Ind., district, has been promoted 
to supervise the Lexington branch office 
and adjacent territory. 

The Superintendents’ 
Division F of the Western 


Association of 
& Southern 


Life held a pienic at Forest Park High- 
lands, St. Louis, Aug. 6 In attendance 
were the six St. Louis superintendents, 
W. H. Sandweg, J. P. Merz, H. Gesbeck, 
J. C. Willis, N. Breitbart and W. G. 
Kaltenbach; Superintendent B. Diffily, 
East St. Louis; Superintendent E. Poole, 
Granite City, and Superintendent E. 


Superintendent of 
charge of all 
sented the 


Shoemaker, Peoria. 
Agencies E. J. Taylor, in 
districts in Division F, repre 
home office. 


Northwestern National July Figures 


The July new business of the North- 
western National Life of Minneapolis 
totaled $5,356,915, as compared with $3,- 
192,563 a year ago. This is the largest 
volume written in July in the history o! 
the company. ; 

While splendid records were made 19 
nearly every agency, Minnesota and 
North Dakota made the best show‘ng, 
the White & Odell agency having writ- 
ten $1,921,595 and the A. W. Crary 
agency of Fargo having produced $742,- 
280. 
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. | NYLIC INCENTIVES and AIDS TO SUCCESS 














--NYLIC CLUBS-- 


THIRTY YEARS AGO the New York Life 
founded its D. S. O., the $200,000 CLUB, as an 
incentive to Distinguished Service. It also 
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_ provides every candidate with a definite, mini- i 

mum, self-imposed task and yard-stick. is 

for i = does mat count. Semi-annual ver | i 

rt ed $500 d $250, & 

nsur ance in force $00, csiy'as each presiinm ineciment ts saad’ : 

Pp Ay 10 FOR. BASIS ® 

Every year since its foundation this Club has played * 

i || an important part in the growth of hundreds of ® 

August 4, 1927 3 earnest agents. § 

=! Its greatest service has been to inspire average agents to reach, € 

and remain on, a plane of success. ; 

Last year 930 Nylic agents qualified for the $200,000 CLUB e 

with a total paid production of over 312 Millions and 236 * 

y of these agents paid for $400,000 or more. bi 

On July l, 1926, Northw estern j || | The CLUB has grown so large that the TOP CLUB, § 
National Life set as its goal for | «coquicing 0 minium of 9000008, hes reomtly ben 1 
2 | established. fs 

the end of 1927 a Quarter Bil- ID) To those capable of still bigger things the TOP : 
“ : > | CLUB offers another incentive of LEADERSHIP . 
lion Dollars of Insurance in ‘3, with special honor-rewards of the Presidency, 5 Vice- . 
: os | Presidencies-At-Large and 12 Departmental Vice- % 

Force. This mark was reached + || Presidencies for those who head the great list. ° 
August 4, 1927, the paid-for in- A Annual Educational Conferences for Club members bi 
° furnish inspiration as well as practical sales-and-serv- 5 

surance in force at the close of : ice-information. : 
. ‘ ‘ . Club membership helps the agent’s mental attitude * 
business on that date being | and his professional equipment while the larger d 
-_ . . t S 
$250,036,737. | production helps his pocke ; 
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LIFE INSURANCE COMPANY || usual standards, Nylic agents are 
©. J. ARNOLD, passecwr 2 | industrious, persistent, satisfied 3 
Minneapolis.Minn. | and happy? = 





— " . N H Office Build 
STRONG LIBERAL | vow being erected on the site 
of the famous old Madison 
4 i! . — Square Garden 




















NEW YORK LIFE INSURANCE COMPANY 
346 BROADWAY, NEW YORK 


You are a producer | DARWIN P. KINGSLEY, President 
You want a REAL job —— — - 
You believe in yourself GUAR uo TIGRE ANT NT ONT NIA 
A friendly interest is needed 

] Close co-operation is necessary YOU, AS WELL 
Tersitery doce make a diGevence as ourselves, must keep abreast of the times. Buyers of life in 


surance are demanding protection for every member of the family, 
Write or wire: S. M. CROSS, President Dad and Mother, Brother and Baby Sister 


OLUMBIA LIFE We can furnish it,—can you 


INSURANCE COMPANY NATIONAL FIDELITY LIFE INSURANCE COMPANY 
Cincinnati, Ohio Home Office Kansas City, Mo 













































































ast cad 





THE NATIONAL UNDERWRITER August 12, 1927 

















The Gem City Life 


Insurance Company 


of Dayton, Ohio 


TAKES PRIDE IN THE PROGRESS SHOWN 
DURING THE PAST TEN YEARS. 


Insurance 

Assets In Force 

December 31, 1916. $182,695.00 $2,037,804 

December 31, 1917. $202,541.00 $2,431,131 

December 31, 1918. $243,793.00 $2,576,086 
December 31, 1919. $297,404.00 $3,245,516 
December 31, 1920. $371,547.61 $3,922,631 
December 31, 1921. $455,918.00 $5,140,458 
December 31, 1922. $663,517.08 $7,063,414 
December 31, 1923. $835,784.21 $9,320,412 


December 31, 19% $965,486.28 $14,412,640 
December 31, 1928. $1,115,110.24 $16,822,656 


recember st, 1925 $1,306,072.34 $20,084,488 


The company is issuing all standard and some special forms of par- 
ticipating and non-participating legal reserve life and endowment in- 
surance, and many forms of group insurance, as well as many attractive 
kinds of accident and health policies. 

The Gem City Life is an ideal organization in which you will find 
all the good things you have been seeking in a company. 

General Agency Openings in West Virginia, Georgia, Alabama, 
Louisiana, Ohio, Michigan and District of Columbia. 


I. A. MORRISSETT, Vice-President 














Builders of Business 


If you have not used Kaufmann Systeman Security Holders you have 
a pleasant surprise awaiting you. For Kaufmann wallets will help 
you build business just as it is building business for hundreds of 
others. 

Until you have used it to deliver those extra policies you have not 
made use of the biggest dollar for dollar life insurance business 
builder on the market today. 


The standard sige is $2.25 and the large size, $3.15. Quantity rate 
gladly furnished on application. Other wallets from 65¢ to $5.00. 


For Sale by 
The National Underwriter Co. 


1362 Insurance Exchange 
CHICAGO, ILL. 
420 E. Fourth St., Cincinnati 80 Maiden Lane, Room 613, New York 
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protect Western business ventures— 

aid in buying homes in the Middle 
West— 

provide an income for the aged and 
the widow— 

educate Western children— 

secure for yourself a real Oppor- 


tunity for Service, Profit and a 
Future 


= the KANSAS LIFE 
Insurance Company. Kansas Life agents co- 
operating with this company are successfully 
showing Western citizens the wisdom of Life 
Insurance as an investment. 


If you reside in Kansas, Nebraska, South Da- 
kota, Arkansas, Oklahoma or Texas and are 
at present unattached, we have an agency con- 
tract that will be of interest to you. Write us 
fully about your qualifications. 


Ghe 
KANSAS LIFE 


Insurance Company 


of TOPEKA 
ANSAS 





ARE YOU THE MAN 
. for 
Sioux Falls, South Dakota? 


A Legal Reserve Company, well known in the In- 
surance world and operating on the Full Level 
Premium basis, has a genuine opportunity for a 
man of proven worth. 

This Company has had an agency in Sioux Falls for 
the past fifteen years and at the present time many 
hundreds of policyholders in that vicinity. 

The man we want will take charge as General Agent 
for Sioux Falls. He will have had favorable selling 
and practical Life Insurance experience. If you 
think your training and experience qualifies you to 
handle such a position—write, fully stating your 
qualifications. Your letter will be held in strict 
confidence. 


ADDRESS B67 
NATIONAL UNDERWRITER 
1362 Insurance Exchange Bldg. 
Chicago, Illinois 
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the leading men of their communities | ject of insurance to prospects and get 


Use of a Life Insurance Inventory for example. In every city there are | ting their attention and interest. 


men who are highly respected whose . 
Will Accumulate 


of the Community as a Lever to More __ kttion: ‘Carty great ‘influence. An in- | Will Accs 
: “ v any Years 


ventory of the life insurance carried by 


Sales Is Found to Be Valuable Plan | tiem shouia be secured by all means. | It would not be possible for an agent 


By J. J. DEVNEY, Cleveland 


ID you ever take a life insurance 
D inventory of your community? 
Have you any idea of the total 
amount carried by your citizens? Do 
you know the exact or approximate 
amounts for which the leading men of 
your vicinity are insured? Do you know 
how fast life insurance is increasing per 
ita in your town? 

7 you have any of this information 
you can use it to help increase your 
sales, for, while the average individual 
will not admit it, he is nevertheless in- 
fluenced by the actions of others in re- 
gard to his life insurance the same as 
he is in other respects. He is a rare 
man who stands out against the crowd 
in anything. 


Leaders Are the Ones 
Who Set the Pace 


Who sets the pace for the masses? 
Leaders. It has often been said that 
the average man does not know what he 
thinks until he has read his morning 


Agents living in small towns can in| either in a city or small town to secure 
addition to such a list take a census of all the desired data at once, but if one 
the life insurance carried by the met started such a census and kept adding 
newspaper. By the same token, we| chants and professional men along the to it from time to time, the sum total 
may go a step farther back and say that | main street. Suppose an agent began | would constantly accumulate and be 


the average newspaper doesn’t know | at the corner and found the result some- | come more valuable all the time. 


what it thinks until the leaders have | thing like this: In using such a list it would not be 
spoken. For example, in the case of | John Jones, druggist, $12,000, diplomatic to say to a prospect, “Since 
political questions it is the party leaders Frank Brown, hardware dealer, $25,- | successful men buy large blocks of in- 
who give definite form to policies which | 900. surance so should you.” He would im- 
they believe will be popular. Henry Johnson, cigar dealer, $3,000. mediately resent the insinuation that he 
Questions of public policy get the | . William Smith, shoe dealer, none. (In | should do something because someone 
limelight of newspaper publicity, but | lieu thereof he has Bright's disease.) else does rhe psychological way to 
questions which affect the policy of in-| Dr. H. W. Green, $12,000. handle this is to show the list and in 
dividuals do not. Therefore the prob-| Frank Arter, auto dealer, $10,000. stead of saying “You should do it,” ot 
lem of influencing the individual by Chas. Fink, capitalist, retired, $175,- | “Will you do it?” put the question, “Is 
what others are doing falls upon the per- | 000, etc., etc. it a wise investment?” 
son interested in any particular line. In When such a census was completed Since so many men who have made a 


on both sides of the street it would make | financial success give life insurance their 
not only an interesting but a highly | hearty endorsement by taking it in large 
effective means of securing more busi- | quantities, you can usually get a pros 
ness. (1) It would show who along the | pect to admit that it is a wise invest- 
line was underinsured, and would un-/| ment. And when vou have induced a 
doubtedly help to get them in the swim. | man to admit that, you are in a logical 
(2)It would give a leverage on other position to urge him to take advantage 
prospects by showing how much certain | of it in a larger measure than he already 
men were carrying. (3) It would be a has 

splendid means of opening up the sub- By the way, if you should take such a 


this instance it is up to the agent to let 
the individuals whom he attempts to in- 
sure know the attitude of the leaders 
regarding life insurance. 

To be able to produce the best effect, 
it would be well to procure a list of the 
heaviest insured men in the United 
States, also of one’s own state and com- 
munity. 

Agents who work large cities can take 
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because of advanced age. 


company. 
death claim. 

business participating. 
years is outstanding. 


foreclosure of mortgage. 
last year were 5.87% 


any of the following states: 
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After Twenty-one Years of Service Insurance? 


1. The same officers and directors are still managing the 
Midland excepting only those who have died or retired 


2. No successful General Agent ever resigned, except one 
who was elected president of another life insurance 


3. The Midland has never contested or compromised a 
4. The Midland voluntarily made all non-participating 
5. The Midland’s record of net cost for the first twenty book. 


6. The Midland owns no real estate acquired through = : 
Its average interest earnings helps and Whatley codperation and you have a 


There are a hundred other reasons why you will be 
happy and prosperous as our General Agent if you live in : 


Illinois Pennsylvania Virginia . ° , 
Indione resi voter West Vircinie more enjoyable than a short-winded frolic. 
Michigan Maryland California 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. Zina Life inserence Company 


COLUMBUS, OHIO 230 S. Clark St. Chicago, Ill. 


‘*It’s Performances Exceed Its Promises” 


How do you play 


EVERY now and then, we hear some “‘man on the 
street” remark that he is “in the life insurance 
game now.” 


WHICH probably means that he doesn’t know 
whether he is going to win or lose, but he is 
willing to pick up a rate book and give it a whirl. 


AND it surely is a game if all you have is a rate 
BUT add to it a generous quantity of A&tna sales 


life insurance business—a good business. 


ANY one of our men will tell you that the business 
idea has much greater endurance and is a lot 
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Hartford Connecticut 
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Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


3% OW. 44th St. New York City 




















24 
CALIFORNIA NEW YORK 
oodward, Fondiller and Ryan 
BARRETT N. COATES Consulting Actuaries 
Actuate Gervige > yt rs § f > 
— Examins- 
CONSULTING ong hy AR BK) Service and 
ACTUARY Installations — Companies and Associations 
354 Pine Street - - San Francisco managed under contract — Office Systems and 
— — Insurance Accounting and 
Au . 
75 Fultom Street New York 
ILLINOIS 
OKLAHOMA 
ONALD F. CAMPBELL J. McCOMB 
CONSULTING e COUNSELOR AT LAW 
ACTUARY CONSULTING ACTUARY 
160 N. La Salle St. age awe, nee 
lepho: alues, etc., Calculated. Valuations 
Te we Te and Examinations Made. Policies 
CHICAGO, ILL. and all Life Insurance Forms Pre- 
pared. The Law of Insurance a 
Specialty. 
Colcord Bldg. OKLAHOMA CITY 
A. GLOVER & CO. 
* Consulting Actuaries 
29 South La Salle Street, Chicago | (CONT'D FROM PRECEDING PAGE) 
Life Insurance Accountants census how would you measure up your- 
Statisticians self? Would the amount you carry 
| make a respectable showing along with 
| others of your financial standing? If 
| not, would it not be rather embarrassing 
H. NITCHIE | if someone put the question straight at 
| you? 
. ie - . ° 
; age Selle St | Now that the question is up, let me 
1523 Assn. Bldg. aia Ramen | put this to you: Have you worked up 
Telephone State 4992 | enough enthusiasm to sell yourself a 
| policy recently? If not, please answer 
this question, Where can you put a part 
INDIANA | of your earnings to better advantage? 
| Remember, if you can’t get up enough 
Hialcit, DAVIS & HAIGHT, Inc. en over your goods to sell 
° : yourself, you cant expect to get up 
Consulting Actuaries | enough to sell the other fellow. (A few 
FRANK J. HAIGHT, President | years ago there was a restaurant pro- 
INDIANAPOLIS prietor in Cleveland who advertised that 
nag a ea | he ate in his own restaurant —and it 
Omaha, Denver, Des . made quite a hit.) 
Your mental remark probably is,— 
“Well, I am insured.” No doubt, but 
| nearly everyone you solicit is insured. 
ARRY C. MARVIN | y ou are constantly trying to get people 
H | to increase their insurance. The perti- 
Consulting Actuary nent question is, are you adequately in- 
| ? 
2105 North Meridian St. sured! 
INDIANAPOLIS, INDIANA | Full Self-Canvass 
| Is to Be Desired 
Now I’m not trying to sell you a 
| policy. That would be “carrying coal to 
IOWA Newcastle. But I would like to sug- 
| gest that you try and sell yourself a pol- 
L. MARSHALL icy; that you sit down and give yourself 
®CONSULTING ACTUARY ;a good, conscientious heart to heart 
a FS | canvass. If you have never done that, 
Hubbell Building | you have missed a valuable lesson. Con- 
DES MOINES, IOWA | sider yourself a dual personality for the 
| time being; (a) yourself the agent and 
(b) yourself a prospect. Put forth your 
| objections, then your trguments to meet 
MISSOURI | them. Go over the ground carefully 
| and thoroughly. Meet every objection 
| honestly and squarely. Thresh out the 
OHN es | case fully pro and con. 
cits Gite, Hate Gis the | Consider the various kinds of policies 
= Arey se re | to determine the one which will best suit 
| your needs. Consider carefully the 
| amount which you should take and can 
| take. Analyze your obligations toward 
ALEXANDER Cc. GOOD | your own old age and those dependent 
|} upon you. The more exhaustive you 
CONSULTING ACTUARY —_ the anaes the more beneficial 
at will be results. 
1416 Chemical Building Try to grasp a perfect concept of the 
ST. LOUIS | inental condition of both agent and pros- 
pect, then note the mental process which 
| takes place in bringing about a meeting 
' of the minds. ; 
NEW YORK | It would be difficult to suggest any 


mental exercise which would be more 
fruitful of practical results than a 
thorough. honest self-canvass Don’t 


miss the golden opportunity of reaping 
from such a fruitful field. And don't 
fail to make application for a policy of 
the kind and amount which your argu- 
ments as an agent and your judgment 
as a prospect convince you that you 
should take, thereby gaining a double 








Hey McNamer’s Boy’s 
Telegram Being Used 
To Very Good Effect 


ARRY C. McNAMER of Chicago, 
one of the agents of the Equitable 
Life of New York, who was former 
president of the Chicago Life Under- 
writers Association and who frequently 
speaks before agency gatherings, re- 
ceived a telegram from his son who is 
in camp at Minocqua, Wis., the other 
day, which demonstrated that young 
McNamer is as good a salesman as his 
father. McNamer, Sr., declares that this 
telegram will mean money to him. This 
was the telegram that the boy sent: 
“I have the chance to go on a canoe 
trip up in Canada, which is said to be 
one of the most interesting of all the 


trips. It will be through magnificent 
country with wonderful scenery. The 
experience will be most valuable. We 


will have a trained guide who will look 
after us in excellent shape. I can do all 
this for only $30. I would like very 
much to make this trip. Can you afford 
to let me go? 

Mr. McNamer carries this telegram 
with him and if he is unable to move 
an obdurate father he pulls out the tele- 
gram, explains the circumstances and 
then makes this sort of comment: 

“Suppose your boy were away some- 
where like mine and wanted something 
very much. He writes you or wires you 
as my boy did and you decide that it is 
a good thing and you are glad to give 
him the extra money. You take consid- 
erable satisfaction in your ability to do 
so. You are glad that you can send the 
$30 and not feel it. Your boy gets an 
added experience. Suppose, however. 
that you had gone out of the picture and 
were not here. Suppose your boy were 
then in camp or somewhere else and 
desired to do something very much. He 
wired or wrote his mother as he was 
wont to do you. Would you like that 
mother to be in a position to grant that 
boy’s request? Wouldn’t you like to 
have your affairs in such shape that 
when these requests come that are rea- 
sonable they can be granted?” 





Old Line Life Makes Gain 


The Old Line Life of Milwaukee re- 
ports an appreciable increase in business 
for the first six months of this year, the 
1927 total for this period being $8,879,241 
compared with $6,220,761 for the same 
period of 1926. The half year increase 
in insurance in force is $4,490,146. 


Minnesota Mutual Convention 


The Minnesota Mutual Life agency 
convention will be held at Blake’s hotel, 
Alexandria, Minn., Aug. 30-Sept. 1. 








benefit by consummating the transac- 
tion. 

Now wait, don’t discard the scheme 
yet, we have further use for it. It is 
like an adjustable dressmaker’s model 
which can be made to fit the dressmaker 
herself or any of her customers. You 
can try this self-canvass on yourself 
when you are actually building a selling 
talk for another fellow. Put yourself in 
his place as a prospect and argue the 
case pro and con. 

Such a canvass will give you a better 
appreciation of the prospect’s view point 
than you have ever had before. And in 
this respect many salesmen are weak. 
They are so full of their side of the case 
and so busy thinking of what they are 
going to say that they fail to appreciate 
what is going on in the other fellow’s 
mind. They hold a sort of ex parte 
hearing instead of trying to look at the 
whole matter as well as the details from 
the prospect’s point of view. 

If you will now resolve to try hence- 
forth to solicit each prospect with his 
point of view in mind, if you will keep 
yourself fully insured, and if you will 
make and maintain an up-to-date census 
as suggested, vou will be well repaid for 
the effort 





Tickling Baby’ s Feet 
Brought Application 
To Bankers Life Agent 


ICKLING the feet of a baby—ordi- 

narily not a life insurance sales tactic 
—resulted in a signed application for 
T. H. Tomlinson of the Bankers Life 
of Iowa’s Madison, Wis., agency. 

Some little time ago Mr. Tomlinson 
called on a prospect whose wife is 
“death” on life insurance. In the course 
of what seemed an unsuccessful call for 
Mr. Tomlinson, the prospect’s baby be- 
gan to cry and was immediately gath- 
ered in its mother’s arms. The alertness 
which made Mr. Tomlinson, a Bankers 
Life “millionaire” in 1926, prompted him 
to tickle the baby’s feet and smile at it. 
The smile was returned, and the baby’s 
mother likewise capitulated, with the re- 
sult that the prospect-husband became 
an immediate applicant. 





UNIQUE ADVERTISING FOR 
NEW BUILDING, NEW NAME 


ST. LOUIS, Aug. 11.—The First Na- 
tional Life of St. Louis, formerly the 
Quick Payment Old Line Life, plans 
to move into larger quarters Aug. 15 
in the 13th and 14th floors of the office 
building which it owns and which here- 
after will be known ts the First Na- 
tional Life building. The company is 
spending approximately $100,000 in re- 
modeling the building, several floors of 
which were formerly occupied by the 
St. Louis “Times,” an afternoon paper, 
from which the building received its 
name. Recently the “Times” moved to 
another building, so there was no longer 
any occasion for the building to be 
called the Times building. The Quick 
Payment purchased the Times building 
a few years ago as an investment. 

Desiring to inform a maximum num- 
ber of persons of the change in the 
name of both the insurance company 
and the office bulding with a minimum 
of expense, Dr. M. Guy Mullen, its pres- 
ident, cast about for some advertising 
scheme that would fit into his plans. 
At this junction an individual who spe- 
cializes in chewing razor blades, milk 
bottles and tacks whle perched on top 
of flagpoles happened into St. Louis 
He was looking for an office building 
en which to operate and Dr. Mullen 
seized the opportunity of obtaining this 
unique form of advertising. The only 
cost to the insurance company is the 
ise of its flag pole and permission for 
the placing of several advertising signs 
on the sides of the building near the 
roof. Various merchants in St. Louis 
are paying approximately $2,000 for 
banners and signs advertising their busi- 
nesses 


Special Rates for Dallas Meeting 


One and one-half fare has been granted 
bv the Southwestern Passenger Associa- 
tion to the Blue Goose for its grand nest 
meeting at Dallas in October and also 
to the American Life Convention, which 
is holding its meeting there at the same 
time. The dates of sale authorized are 
Oct. 20-26, and the final honoring date 
is Nov. 1. The dates for the two con- 
ventions are Oct. 24-28. 


Herbert H. Sutton of the Texas Blue 


Goose has been named railway secre- 
tary for the grand nest meeting while 
Mrs. L. F. Beymer is to act for the 


American Life Convention. 


Sold Class A Stock 


In order to finance the purchase 0! 
2000 shares of the International Com- 


pany, which owns 64 percent of the 
stock of the International Life of St. 
Louis, the Toombs & Daily Company 


of Chicago sold its common Class 
stock for $3,000,000. The total .assets 
of the Toombs & Daily Company as 0! 
July 1 were $6,641,866. Class A stock 
issued was $2,966,000, Class B stock is 
sued $600,000, net surplus $810,835 
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Consider this Contract 
GROWTH 








nt You can read in it satisfaction for your 

di. policyholders, and for yourself the assur- A matter of natural development. 
tic ance of a contented clientele. Look over : 

‘fe and compare these terms: Our Growth has been Persistent. 
- Our root extends down—not out. 
Is Any natural death ...........-++- $ 5,000 

Aves Any accidental death ............ 10,000 

w= Certain accidental deaths......... 15 p00 

th- Accident benefits ........ $50 per WEEK 

ers (Non-cancellable) When certain laudable results are 

um Also Disability Income, Wawer 


obtained in any line of business, there 


of Premiums, etc. 
must be a reason for them. 





You ask what is the reason for our 
success? It is the result of persistent 
effort—PLUS. If you, Mr. Agent, 


ALL IN ONE POLICY 





- Because your prospect quickly sees its advan- are interested enough to wish to know 
Ns tages, we have named this broad United Life con- what the word 4 -LUS implies in 
the tract “A Policy You Can Sell.” In assuring your this connection, write me and I’ll tell 
ans clientele’s future, it also assures yours. you. 

15 
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ae There may be an opportunity in your community. 
Na. Hf on, our Viee President, Rugene B. Reed, wil A. E. JOHNSON, AGENCY MANAGER 
r is tell you all about it. Write him direct—and directly. 
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a Agency for Traverse, Grant, Our principal ctreng polat is 
illen _ Stevens, Bigstone, Swift, Pope the a to give a service which 
he and Douglas Counties. will be appreciated by our own 
= Agency for Norman, Clay, Wil- staff and respected by others. 
igns Other — Becker and Ottertail Coun- Operating | 7 te Sestes K 
_ ; ; 1€s. exas oma, 

‘ ie Openings at: Agency for Freeborn, Mower, Home Office is able to render 
pest St. Cloud, Minn. Steele, Dodge and Olmsted Coun- a noe {ee ee 

Duluth, Minn. ties. riting all modern policy 

. St. Paul, Minn. Our contract reads: forms, the Company a 
ated Litchfield, Minn. “Renewals once earned shall be — territory to Agents 
nest nonforfeitable and vested in you ty 

hich Superior, Wis. a estate.” Are you offered Our records show that foes 
a Appleton, Wis. this? - as been a = of 
date Oshkosh, Wis. We have paid dividends to pol- sentiieg the a 
con- Kenosha, Wis. icyholders for seventeen consecu- ol 

Blue : : tive years. onunn 

ecre- = sale agg We have the opportunity for the PF. @ Mt. BANE BUILDING 
_ Weuseu, Wis. right kind of man. 
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